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ALEMITE 


WORK BENCHES 


Ideal work centers for a modern, 
money making lube bay! 


Your customers naturally expect good work from a 
department built around one of these handsome units. 
The clean, glistening beauty of these work benches tells 
them that here is a department that is orderly, efficient 
—ready to give their car the best of service. There’s 
nothing like a modern lubrication bay to gain customer 
confidence rast—bring greater profits to rou! 

Every lubrication department needs a work center, 
so why not start with the finest? These benches by 
Alemite look efficient and they are efficient . . . can just 
about double a mechanic’s efficiency. Big easy-to-reach 
tool board plus ample storage space eliminates wasted 
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steps, time looking for misplaced tools. Baked enamel 
and stainless steel finish is easy to keep clean, keeps its 
beauty year after year even with hard usage. 

Find out right away how easy it is to have the kind 
of lube bay customers admire, and that makes the kind 
of SALES you apMiIRE! Ask your Alemite salesman for 
complete details on Alemite work benches, topay! 


LEMITE 


6. uv 5 Pal orf 


1826 Diversey Parkway 
Chicago 14, Illinois 











Let us measure you three ways for 
hand-tailored metal container service 


When you come to Continental for steel con- ticular needs. We do our level best to do 
tainers, we treat you as if you were our only things your way. If you'd like this kind of 
customer. We hand-tailor our containers, service, why not call in a Continental man 
lithography and engineering to your par- today. 


LITHOGRAPHY. Our artists are mas- ENGINEERING. As a Continental cus- 
ters at adapting your designs to look tomer, you have available the services 
well on containers of varying sizes of experienced scientists and engineers 
handi cans. We're always ready to dis- and shapes. Our platemakers and to help solve your packing machine 
cuss special-purpose containers. pressmen work with the most mod- _— layout and maintenance problems. 
ern equipment. 








CONTINENTAL CAN COMPANY 
E 


Continental Can Building, 100 E. 42nd Street, New York 17, N. Y. 


EASTERN DIVISION CENTRAL DIVISION PACIFIC DIVISION 
100 E. 42nd St., New York 17 135 Se. La Salle St., Chicago 3 Russ Building, San Francisco 4 
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The 93-U, AN IMPROVED MODEL OF A 
DESIGN ORIGINATED AND PIONEERED 


A NEW Push-Pull Extracto |) fyorw omnes tone eas 


4 OF SUPERIORITY. 


Type Vertical Check Valve for |) une oy aun nas 


rated at 150 psi. Smooth inner body sur- 
/ faces allow easy sliding of “O” rings. 


| Cage body is-one piece construction . .. 
Gasol ine P um p | netallations /*" z: cast of OPALUMIN.* 


3. Bronze poppet assembly unit is easily, 
quickly removed by hand. No screws or 
threads to loosen. NO TOOLS 
NEEDED WHATSOEVER. 

4. Self aligning “O” ring disc, accom- 
plished by tapered seat. 

5. “O” ring disc of special “low-swell” 
gasoline resistant Buna N material. 

6. Bridgeless cage design and flow con- 
toured disc-holder provide full unre- 
stricted flow. Reduces pressure drop to 
an absolute minimum. 

7. Full area screen securely held in cage 
body with a friction type brass retain- 
ing ring. Easily removed for screen re- 
placement. 

8. Cage assembly securely sealed in body 
by special “low-swell” Buna N “O” 
rings. 

9. Cage held securely in body by an easily 
accessible thumb screw. The thumb 
screw engages a groove on top of the 
cage body. This allows the cage to be 
inserted and locked in any position. 
Cannot back out. 

10, A handle integrally cast with the cage 
body provides a comfortable firm hand 
grip for easy cage removal. 
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C q : *OPW hi-tensile aluminum alloy. f 
a~ hits: he 32 i ee ae ee be es, 
2735 Colerain Ave. 


Get the whole story on the 93-U. Write VN, 29 Cincinnati 25, Ohio 
today for Bulletin NP-8. 
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Behind Our Headlines 


We've been hearing from quite a 
few readers since we published a 
report on the lubrication program 
launched by Lloyd Felker Co., Marsh- 
field, Wis., oil jobber (see NPN Sept. 
23). 

This plan calls for an analysis of 
the condition of the motorist’s crank- 
case oil. And it is tied in with a 
motor oil sales campaign. 

One major marketer hopes NPN 
will be able to furnish the results of 
the Marshfield experiment so its effect 
on oil sales can be determined. (NPN 
will do so as soon as significant ma- 
terial is available). 

Another marketer says of the pro- 
gram: “It is worth a good try and 
with the fine setup that seems to have 
been established (by Felker) it will 
be interesting to await the results of 
a year’s experience with it, but the 
program will require courage and un- 
remitting effort.” 

A rural marketer asks: “I wonder if 
the test (used by Felker) cannot be 
applied to farm tractor crankcases.” 
(The same method of oil analyses 
can be applied to tractors as well as 
trucks and cars, and other internal 
combustion engines—Ed.), 

Another major marketer points out 
that API's present oil change recom- 
mendations were the result of data 
compiled from various oil companies 
from oil analyses, and that results 
from the Felker tests probably will 
do no more than bear out drain 
recommendations already in existence. 
(True, but Felker’s program helps edu- 
cate and should assist in the accept- 
ance of API’s drain recommendations 
—Ed.). 

We would like to hear from more 
readers, so don’t hesitate to write. 
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WHITE TRACTORS HELP 
GASETERIA, (NC.,STEP UP DELIVERIES 


Indianapolis Firm Boosts Payload with WHITES 


“WHITE Tractors not only keep our operat- transportation manager, Gaseteria, Inc., of 
ing costs low, they help step up our delivery Indianapolis. 

schedules.” And it is the same story from coast to coast 
That is the report from W. B. Conner, . .. wherever petroleum products are trans- 
ported. Whites are engineered right to keep 
operating costs down ... delivery schedules xp. 
Find out from your White Representative 
how Whites are tailored to your exact oper- 
ating conditions to cost less... earn more 

... year after year. 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 


























FOR MORE THAN 50 YEARS 
THE GREATEST NAME IN TRUCKS 
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AHEAD OF THE NEWS 


Jobber Gasoline Choice—“Spot market” option clauses 
in jobber contracts with suppliers may be one of the hottest 
topics at the National Oil Jobbers Council meeting in Chi- 
cago Nov. 5-7. The successful expansion of unbranded 
stations has raised the issue. Otis Ellis, NOJC general 
counsel, notes that at times a jobber is buying gasoline at 
the usual price from his supplier when gasoline is available 
in his area on a spot basis for 1¢ to 2¢ per gal. lower. An 
option clause would allow the jobber to purchase gasoline 
in the outside market if the supplier did not meet the lower 
price. Mr. Ellis says this would not require jobbers “to 
compete, with their hands tied.” He notes that such clauses 
are in effect now in a few isolated cases. 


Weakening Market in West—As oil stocks on the 
Pacific Coast pile up, there is growing speculation that 
something will have to give—crude production, refinery 
output or prices. So far, the major companies have man- 
aged to hold their surpluses under control. Prices have been 
steady. But there may be a combination of cutbacks to 
adjust to the softening situation. 


Price Trouble from Trucks—North Carolina Oil Job- 
bers Assn. is warning that more gasoline price wars will 
develop if some jobbers continue to use “surplus” truck 
transports to draw on their supply contracts and sell gaso- 
line outside their franchise territories. The association says 
the jobbers are selling the gasoline with only an added 
charge for freight, and that they are thus guilty of the same 
practice for which they have condemined transport carriers. 


Wider Supermarket Selling—Macmillan Petroleum 
Corp. will extend its grocery supermarket sales of motor 
oil to 19 stores in Phoenix, Ariz. Macmillan plans to ex- 
pand its supermarket campaign in the Southwest and West 
because of what it calls the “early success of the Los An- 
geles area testing program.” 


Expansion Roadblock—One refiner is beginning to ask 
how it can maintain gallonage when many of its jobbers 
are unable to match the expansion programs of competi- 
tors. The refiner admits many of its jobbers are under- 
capitalized, and that real estate and building costs have 
virtually priced themselves beyond the reach of some small 
and medium-sized jobbers. Yet the refiner finds it has gone 
as far as it can in aiding jobber expansion over the past 
few years. The company now wonders, “Where do we go 
from here—direct marketing?” But it doubts that would be 
a solution. 


October 21, 1953 + NATIONAL PETROLEUM NEWS 


Temporary Station Ownership—lt’s a good bet the 
Du Pont interests (through the Bulldog Publishing Co. of 
Washington) won't stay in the service station business long 
—should they succeed in developing the 300-station chain 
they’re shooting for. As with the National Credit Card, 
Inc. (which it has acquired), Bulldog is looking to develop 
the chain into a soundly-managed, money-making opera- 
tion, and then sell out. An unidentified party is said to have 
agreed to buy the station chain, once it is established with 
stations spotted about 200 miles apart (an auto tank of 
gasoline) from Boston to Florida, and west to Chicago. 
Bulldog reportedly plans to keep the present suppliers 
(both major and Independent) for the stations it acquires. 
It may also do some building. 


‘Clipper’ Trucks Backfire—Major oil companies on the 
West Coast have virtually completed their programs for 
placing areas around primary terminals on direct truck 
delivery. But some suppliers may have been too hasty in 
eliminating local distributors. Although the suppliers can 
“clipper” their gasoline into retail outlets with great effi- 
ciency, they can’t do the job on commercial accounts that 
need special products and service. At least one major is 
taking a long, second look at its direct-delivery system to 
avoid “over-clipperization.” 


Atomic Power vs. Residval—Some of the markets now 
served by the lower grades of oil products may be effec- 
tively invaded by atomic energy, Shell’s Executive Vice 
President Dr. Monroe Spaght predicts. But he says the 
“great market represented by the small prime mover seems 
to forecast such demands on petroleum that the transfer 
of the very large power installation to another source of 
fuel should . . . be welcomed.” Dr. Spaght believes the 
oil industry should therefore “continue aggressively its 
program of upgrading the barrel of crude oil for use in its 
premium markets.” He adds that oil men should expect gas 
turbines to replace gasoline and Diesel engines in aircraft, 
ships, locomotives and stationary power plants—but not 
in automobiles. 


No. 1 Problem: Credit—The biggest headache of many 
Midwest station dealers today is credit, according to a large 
jobber who has just completed a series of sales meetings 
with his station men. The dealers were asked in advance 
for the problems they wanted to discuss. Almost to a man 
they said credit is their greatest worry. They broke the 
problem into five parts: (1) Unauthorized station accounts 
the dealer is carrying, and feels obligated to carry, by him- 
self, (2) farm credit, (3) fuel oil credit, (4) TBA budget 
plans, and (5) getting more business from those holding 
credit cards issued by a supplier. Both jobbers and dealers 
in farm areas say the credit situation has become worse 
because money has tightened. Farm income is said to be 
down about 10%, since livestock and commodity prices 
are depressed. 


For more Ahead of the News > 





we a limited air supply makes you shut off one tool to 
operate another, it’s time to correct the situation. And the 
best way to do it is with a new Westinghouse Air Compressor 
that has ample capacity for the equipment you’re operating today 
and some to spare for the tools you may add tomorrow. 

You'll find Westinghouse Air Compressors your best answer 
to tomorrow’s air problems, not only in terms of capacity, but 
in terms of long, trouble-free service, too. 


For example, you’ll never damage a Westinghouse “Y” Air 
Compressor by running it when oil is below the proper level. 
This compressor almost thinks for itself—when oil is low it re- 
fuses to pump air. This is only one of the exclusive Westinghouse 
features—others are a positive starting unloader and controlled 
pressure lubrication. 


Ask your Westinghouse Air Compressor dealer to analyze 
your air requirements and recommend the model suited to your 
needs. His name is in the classified section of your telephone 
directory. He is also equipped to service your Westinghouse Air 
Compressor through its working life. 


WESTINGHOUSE 15 hp “Y” 
WILL DO THE JOB 


We + § This new 15 hp Westinghouse “Y” is 
large enough to handle all your needs. 
e Sti ng Ou S “ | la e And there’s acomplete range of smaller 


COMPANY 


sizes down to 1% hp. They give you 
the high pressure needed for jobs re- 
quiring high pressure, and, with the 


in 
INDUSTRIAL PRODUCTS DIVISION WILMERDING, PENNA. eee 6.2 Wetiagents Redes 


Valve, fixed low pressure for jobs like 


Factory Branch: EMERYVILLE, CALIF. Distributors throughout the United States ... Consult your paint spraying or body polishing. 
Classified Directory. Distributed in Canada by: Canadian Westinghouse Co., Ltd., Hamilton, Ontario. 
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AHEAD OF THE NEWS 





Farmers Hunt Supply—California Farm Bureau Federa- 
tion is looking around for a source to supply members with 
oil products at a discount. This would replace the arrange- 
ment the federation had with General Petroleum (which 
GP dropped a year ago). Under the agreement, GP gave 
the federation a rebate, which was shared by the members 
as dividends. California Petroleum Distributors Assn. re- 
ports the federation has shown a willingness to explore 
the possibility of having association members supply oil to 
federation members. A “patronage dividend” would be 
granted the farmers. Major companies generally were bitter 
about the original mass-discount arrangement. Most of 
them hope no blanket deal will be made again. The Farm 
Bureau Federation claims a membership of 65,000 out of 
an estimated 110,000 to 120,000 farmers in California. 
The federation is said to have been losing members since 
the GP arrangement was cancelled. 


Refinery Over-Expansion?—The sudden oil surplus 
buildup on the West Coast has caught several West Coast 
majors in various stages of refinery expansion. Although 
some misgivings have been expressed on the scale of some 
of the expansion projects, no cutbacks or cancellations 
have yet been reported. One reaction is that oil companies 
may have discomfort while their new capacity (with at- 
tendant costs) is running ahead of demand, but that 
eventually demand will catch up. The immediate problem 
is that marketing departments will have a lot of product 
to sell. 


Octane Ascent—The rate of increase in gasoline octane 
numbers and car engine compression ratios in the next 
few years will be greater than in recent years. That’s the 
forecast of William M. Holaday, director of Socony- 
Vacuum laboratories. He thinks the average octane number 
of all gasolines could be raised to 98 (from the present 87), 
and the average compression ratio to 10 to 1 (from the 
present 7.5 to 1) if it were possible to have in general use 
now the latest advance in gasoline processing. These in- 
clude catalytic reforming and engine design advances. 


NPN Staff 


World Oil Coalition—Progress in setting up an inter- 
national oil trade union secretariat may come during the 
two-week period after Oct. 28. That’s when Andre Miffre, 
economist of French trade unions, is scheduled to be in 
Denver to confer with Oil Workers International Union. 
Planning for a secretariat is the reason for Mr. Miffre’s 
visit. Preparations for a constitutional convention are being 
made by a provisional secretariat in Denver. The conven- 
tion may be held next spring, either in Havana or Mexico 
City (since some delegates probably will not be able to 
enter the U. S. under the McCarran Act). 


Pipe Line Future—Large-diameter product pipe line sys- 
tems will be greatly expanded in the next few years. Be- 
cause of the large investment required, there will be more 
and more jointly owned cross-country pipe line systems. 
From these, there eventually may spring smaller diameter 
pipe lines that would serve many bulk plants and high- 
volume retail outlets. Such smaller lines would be within 
the economic reach of individuals or groups of marketers 
in low-volume consumption areas. These are the predictions 
of Herbert E. Fisher, president of Kaneb Pipe Line Co., 
an independently owned common carrier products pipe 
line system serving Kansas and Nebraska markets. 


California Conservation—Richfield Oil Corp., Los An- 
geles, is quietly preparing a full-scale campaign aimed at 
getting conservation legislation for California. Two top- 
flight men have been engaged to work on the campaign— 
Ed Waite, former manager of Standard of California's 
public relations department, and Lee Goodman, Los An- 
geles newspaperman, who left the Los Angeles Daily News 
for the Richfield assignment. Details are still under wraps. 
Richfield President Charles S. Jones expressed a need for 
conservation legislation early in the year, stating that it 
would have obviated the need for price increases. The 
campaign in the works is the upshot of that. 
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E EVER-TITE No. 99 Coupler—an 
entirely new development in coupler 
operation—embodies such great adap- 
tability that it meets every requirement 
for tight-fill deliveries to underground 
storage tanks, and can be used with a 
manhole as small as 6%” in diameter. 


How It Works 


This new Ever-tite Coupler is used with 
the No. 97 Ever-tite Fill Cap, pictured at 
the left. After removing the fill cap from 
the adapter, the coupler is simply pushed 
on the adapter and the push-rod pressed 
down, which locks the coupler tightly 
to the fill. After delivery, by raising the 
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push rod the coupler is removed and the 
water-tight cap is replaced. 


Tight Connections Every Time 


You can depend on the new Ever-tite 
No. 99 Coupler to give typical Ever-tite 
service—which means tight, safe con- 
nections . . . faster deliveries . . . and a 
substantial saving in operating and 
maintenance Costs. 


No. 99 is made of high tensile alumi- 
num, with bronze push-rod and cams. It 
is extremely light yet has the rugged, 
sturdy construction that assures long, 
trouble-free service, The push-rod can 
also be used as a carrying handle. 


Write now for further information. 
*The EVER-TITE Trademark is a hallmark of dependability in fittings 
for the petroleum industry—proved by 16 years of pre-eminence. 


No. 97 EVER-TITE Fill Cap EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET. NEW YORK 19, N. Y. 
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WASHINGTON 


Oil Industry's Post-Attack Plan Is Set 


The oil industry should not be mis- 
led by the recent report from the Of- 
fice of Defense Mobilization implying 
that only a few industries—chemical, 
rubber and photographic film—have 
developed plans for restoring or main- 
taining production in the event of a 
destructive enemy attack. 

Actually, a super-secret post-attack 
plan for oil has been prepared for the 
government by PAD and industry con- 
sultants and is kept up to date. It’s just 
too classified to talk about. 


Ready to Go 

And along related lines, not too 
much significance should be attributed 
to the statement from Armed Services 
Petroleum Purchasing Agency last 
week that it is charged with the re- 
sponsibility to “prepare” a plant se- 
curity guide for the oil and gas indus- 
tries. 

Oil has always been highly security 
conscious and compliance with gov- 
ernment requirements presents little 
problem. Furthermore, any prepared 
guidance that may be needed is up- 
coming in the form of a facilities man- 
ual prepared by PAD and being 
cleared through the Office of Defense 
Mobilization. So what the ASPPA 
declaration really amounts to is a cen- 
tralization of security supervision and 
the attempt to eliminate overlapping 
scrutiny and recommendations from 
each of the military services and PAD. 


The Price Cut Bogey 


An individual close to jobber activi- 
ties says he has run into real “fear” 
among major company executives that 
a gasoline price drop is just about cer- 
tain to occur before very long—per- 
haps about 0.5¢ per gal. They feel cut- 
backs in refinery runs have not been 
quite enough. Most stock inventories 
have fallen but gasoline supplies still 
are more than 16% above last year 
and the situation won’t be improved 
unless runs are reduced further, the 
consensus is. 

Here’s why the jobbers are con- 
cerned: 

1. This fear of a price drop is the 
biggest single obstacle, apparently, to 
granting more margin increases. In 
some instances, jobbers have received 
“temporary allowances” with the un- 
derstanding that they will be with- 
drawn in event there is a price reduc- 
tion. 


2. With over-supply, the jobber 


faces an increased competitive threat 
from the marketers of unbranded 
products. 

Another straw in the wind is the 
fact that at least one major company 
appears to be making a strong bid for 
military contracts in order to siphon 
off its “excess.” This company has re- 
duced refinery runs by some 20,000 
b/d and feels it cannot cut back fur- 
ther. But it hopes to avoid depressing 
the market by channeling as much as 
possible into the military. 


Transport Question 


Again before the courts is a “test” 
case of whether an operator hauling 
oil products across state lines for re- 
sale is primarily an oil seller whose 
hauling is a part of his business, or is 
basically a transporter circumventing 
the jurisdiction of the Interstate Com- 
merce Commission. In this case—in- 
volving an operator with no storage 
who hauled from New Mexico to 
Arizona—ICC ruled that he was a 
public carrier operating without au- 
thority and sought an injunction. In 
other instances, however, the commis- 
sion has walked the other side of the 
road. So for-hire tank truckers still 
are seeking a clear-cut decision from 
ICC or the courts on just what con- 
stitutes an unauthorized transportation 
business that gets its basic revenue 
from cutting rates below those of 
licensed carriers. 


Losing the Market? 


Diplomatic sources say American 
businessmen in Venezuela are jittery 
over what could be catastrophic effects 
of tariff or quota action against 
Venezuelan oil imports. The compa- 
nies fear that the drop in U. S. sales to 
Venezuela would be far greater than 
Venezuela’s actual dollar loss from 
restrictions on oil imports. 

Several countries—Germany, Hol- 
land, Japan and others—are extremely 
aggressive in seeking markets in 
Latin-America. 

If the U. S. loses any markets, even 
temporarily, the fear is that they will 
never be regained—that other export- 
ers will take them over permanently. 
Already articles manufactured else- 
where are appearing in shops and 
stores where, until recently, only U. S. 
goods were on display—obviously a 
“hedging” operation by Venezuelan 
businessmen to insure supplies. 


By NPN Washington Staff 
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When our distributor 
switched to Richfield 


SALES JUMPED 
MORE THAN 1007 


Says J. L. Garber and M. L. Brown 
Halifax, Virginia 


Messrs. Garber and Brown offer 
convincing proof of how Rich- 
field can boom Service Station 
business. These station operators 
write, “Some time ago, our dis- 
tributor switched to Richfield. It 
was the best move he ever made! 
Sales at our station jumped more 
than 100% — lubrication jobs 
went up to 200 per month — 
motor oil, 200 gallons per month 
and TBA sales totaled $10,000 
per year.” 


Make the profitable switch to 
Richfield now. Top quality prod- 
ucts backed by powerful adver- 
tising campaigns are just two of 
the reasons why a Richfield 
franchise pays! Why not find out 
the other reasons by phoning or 
writing us today? 


Nidiiai a ay 


OIL CORPORATION 
OF NEW YORK 


SERVING THE EASTERN SEABOARD 
FROM MAINE THROUGH THE CAROLINAS. 


9 





Lube Stocks Dip, Distillates Soar 


Stocks of distillate fuel oils 
continue to soar to new records. 
But inventories of lubricating 
oil components are dropping, at 
least in the midwestern area. 


There has been a trend toward lower 
supplies of neutrals and bright stocks 
held by 12 refiners in the Midwest, ac- 
cording to reports of the Western Pe- 
troleum Refiners Assn. The following 
figures show what has happened: 


Midwest Lube Oil Stocks 
(figures in barrels) 


Aug. 31 July 31 June 30 
Total Bright 
Stock .. 
Total Viscous 
Neutrals 


289,075 333,772 408,055 
537,391 552,888 572,211 


Days Supply 


Total Bright 

Stock 30 4 41 
Total Viscous 

Neutrals 32 33 34 


In Pennsylvania, inventories of 
bright stock have declined steadily 
during the months of June through 
August. Total viscous neutrals, how- 
ever, were down in July but right back 
up in August, according to National 
Petroleum Assn. reports. Figures 
follow: 


Pennsylvania Lube Stocks 


Aug.31 July31 June 30 


Bright Stock 313,027 321,906 338,448 


Viscous 
Neutrals 


467,465 438,224 466,995 

Distillates Rise—Storage tanks con- 
tinue to bulge with record stocks of 
distillate fuel oii. In the week ended 
Oct. 10 inventories rose to 129,226,- 


000 bbl., according to American Pe- 
troleum Institute figures. This was 
2,174,000 bbl. above the previous 
week’s total. 


Kerosine stocks also gained 398,000 
bbl. over the previous record set in 
week ended Sept. 19. 


Refinery runs edged upward slightly, 
while crude oil and condensate output 
dropped 129,250 b/d to average 6,- 
313,450 b/d in week ended Oct. 10. 
See summary table below for details. 

Imports Dip—Total U.S. imports of 
crude oil and products for the week 
ended Oct. 10 declined 241,400 b/d 
from the previous week, according to 
an API report. East of California im- 
ports were down 251,900 b/d while 
California imports rose 10,500 b/d. 
Figures follow: 


Imports 

Week Week 4 Weeks 
Ended Ended Ended 
Oct.10 Oct.3 Oct. 10 


(bbls. per day) 
East of California: 
Crude oil . 650,400 
Residual 
fuel oil 
Distillate 
fuel oil 
Asphalt 
Others 


720,100 620,000 


209,700 369,900 305,200 
5,000 


18,000 


17,200 
3,400 
24,400 


9,700 
11,100 
11,800 





Total 


California: 
Crude oil 
Others 


883,100 1,135,000 957,800 


137,100 126,600 100,500 





Total 


United States: 
Crude oil 
Products 


137,100 126,600 100,500 


787,500 
232,700 


846,700 
414,900 


720,500 
337,800 





Total U.S. 


Imports 1,020,200 1,261,600 1,058,300 





(U. S. Totals—B. of M. Basis) 


Week 
Ended 
Oct. 10 


Production 


Crude runs—daily avg. 
Foreign crude included 
Percent operated 
Gasoline . 

Kerosine . 

Distillate fuel oil 
Residual fuel oil 


Stocks 
Finished & unfinished gasoline 142,517,000 


Kerosine 

Distillate fuel oil 

Residual fuel oil 
* Revised. 
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6,941,000 
683,000 
89.7 
24,030,000 
2,582,000 
10,142,000 
8,460,000 


37,756,000 
129,226,000 
53,341,000 


Week 
Ended 
Oct. 3 


(figures in bbl.) 
6,893,000 
624,000 
89.0 

24,045,000 
2,553,000 
10,312,000 
8,249,000 


143,111,000* 
37,260,000 

127,052,000 
51,912,000 


+496,000 
-+-2,174,000 
+ 1,429,000 


Six Problems — General Counsel 
Brown, of the Independent Petroleum 
“Assn. of America is listing several top 
supply problems facing the oil indus- 
try today. These are expected to oc- 
cupy a prominent place during this 
week’s annual meeting of the IPAA. 
He says “some means of solution” is 
needed for these problems: 

1. Increasing oil imports which, he 
estimates, will average about 1,060,000 
b/d in 1953, or about 11% above 
1952 imports. 

2. Domestic production cutbacks, 
coupled with steadily rising Middle 
East production which “gives the situ- 
ation additional uniquity.” 

3. U.S. “price instability” combined 
with the fact that the cost of finding 
and producing crude oil has risen 40% 
over the past five years while recent 
crude price increase amounted to only 
9%. 

4. Return of Iranian crude oil to the 
market “could have extremely serious 
consequences” by contributing to “a 
market already in over-supply.” 

5. European refining capacity, now 
47% greater than in 1951, is “hungry 
for crude” and will welcome Iranian 
crude. Additional product, as well as 
crude oil, imports probably will be the 
result. 

6. The oil depletion allowance con- 
tinues to “be the target for constant 
attack from diverse sources.” 

Rigid Import Quotas Hit—On the 
West Coast, a warning was issued 
against the establishment of a rigid for- 
mula of import quotas or domestic 
production quotas. Robert L. Minckler, 
General Petroleum president, sounded 
the alarm at an Oil Progress Week 
luncheon at Bakersfield, Calif. 

He pointed to the fact that the U.S. 
is using up its reserves faster than the 
rest of the world and that the US., 
with 26% of the world’s known re- 
serves, is producing 52% of the world’s 
oil, but consuming 57%. 

Pennsylvania Runs—Daily average 
crude runs to stills of Pennsylvania 
grade oil declined 7,142 b/d during 
the week ended Oct. 10, compared 
with the previous week. Details as 
reported by the National Petroleum 
Assn. follow: 


Week Ended WeekEnded Week Ended 
Oct. 10,1953 Oct. 3,1953 Oct. 11, 1952 


41,317 48,459 45,216 


Texas Output Cut—The Texas Rail- 
road Commission on Oct. 16 slashed 
the state’s oil allowable for November 
by 140,531 b/d. Permissible produc- 
tion now stands at 2,803,528 b/d. Re- 
visions since August have reduced al- 
lowable production by nearly 360,000 
b/d. 
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You're sitting 
on top of the 


world in the 


AUTOCAR 


The new Autocar V/8 is giving 
truckers a new outlook on profitable 
transportation. The smooth perform- 
ance of its great 200 horsepower 
engine steps up hauling schedules 
as much as 25 percent. There’s noth- 
ing to touch it for making light of 
heavy loads. You should read the 
booklet on why the V/8 idea has 
every trucker talking. Send in the 
coupon for your copy. 


AUTOCAR TRUCKS 


THE WHITE MOTOR COMPANY 
AUTOCAR DIVISION, ARDMORE, PA 


Factory Branches ond Distributors from Coost to Coast 
in the U.S. and Conado 


Export: Drexel Building, Philadelphia 6, Po., U.S.A 
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The White Motor Compeny 
Autocar Division, Ardmore, Po. 


Please send me the Autocar V 8 Booklet 
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Permanent Part 


of the Landscape 


Dependable CRANE pipe line valves 


CLASS 600 GATES 


As new pipe lines are laid, more and more Crane Pipe Line Valves go 
in... to become a permanent part of the landscape. 

The reason for the popularity of Crane Pipe Line Gates is their out- 
standing dependability. Even infrequent operation won’t affect their 
efficiency. That’s because all working parts are sealed in grease to 
assure smooth operation and positive closure of the dual-seating double 
disc. There’s no problem of erosion either, since disc is fully seated in 
open position as well as closed position. Special plasti-packing forms a 
tight and durable stem seal. 

Gratis Vedat as Vibies ene And to assure smooth, clear flow with minimum pressure drop, Crane 
made in Full-Way or Venturi par.  d@Signed the conduit-type disc ports to coincide exactly with the seat 
terns for working pressures up | Openings. There are no pockets to catch dirt or cause turbulence. Read 
to 1440 pounds, oil orgas. Sizes = all about this pipe line favorite in your Crane 53 Catalog and in Circular 
200 30 tah. AD-1864 available from your Crane representative, or write direct. 


THE BETTER QUALITY...BIGGER VALUE LINE,..IN BRASS, STEEL, IRON 


CRANE VALVES 


CRANE CO., General Offices: 836 S. Michigan Ave., Chicago 5, Illinois 
Branches and Wholesalers Serving All Industrial Areas 


VALVES + FITTINGS + PIPE + PLUMBING + HEATING 
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See NOES 


National Petroleum News 


Because nation always needs power, heat and transportation . . . 


October 21, 1953 


Possible Economy Dip Doesn't Scare Oil Men 


The postwar expansion race of American industry has about 
run its course. Economists now look for a slowdown, or a possible 


recession, next year. 


But there is little gloom in oil com — planning for 1954. Oil 


expansion will continue, although at a 


costs and a weak oil price structure, some oil com- 
y jobbers, are worried about staying competitive. 


Viewing 
panies, es 


wer pace than before. 


But few question the big fact: Customers will keep buying oil 


products in record quantities. 


industry’s No. Rye time 

i as much oil as it 

i a normal winter 
boost fuel oil sales well above 

It is true that the driving economic 
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forces of recent years will be virtually 
gone. There is no prospect of greatly 
increased defense spending, as there 
was at the outbreak of the Korean 
war. Nor is there a pent-up consumer 
demand, as there was at the end of 
World War IL. 

This adds up to: sharper competi- 


NATIONAL PETROLEUM NEWS 


tion, some oil marketers getting hurt 
if their operations are uneconomic, 
and a need to go after business instead 
of waiting for it. 

Oil Confidence—But the business 
will be there. NATIONAL PETROLEUM 
News discovered this in a coast-to- 
coast survey of industry officials and 
economists. 

Each predicts an increase of total 
oil demand next year. The predicted 
increases range from 1% to 4.5%, 
with domestic gasoline demand lead- 
ing the way in most cases. 

Not a single expert sees a dip below 
the high level of 1953. 

Not a single official says his com- 
pany is pulling in its horns on its ex- 


program. 
Not a single one foresees any sig- 
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CONFIDENCE of oil men that demand for oil will continue good if industrial 
production should taper off in 1954 is supported by these charts, based on material 
prepared by John G. Winger, of Chase National Bank. The period 1935-1939 equals 
100 in the Federal Reserve Board index of industrial output. Oil demand shown is 
total U.S. demand, including exports 


nificant change in the position of the 
jobber. 

Problems Ahead?—yYes, oil com- 
panies will have them. There will be 
the growing problem of imports. There 
will be the problem of convincing re- 
finers that it would be for the good of 
the entire industry for them to keep 
their output at a “reasonable” rate, 
to keep from flooding the market. 
There will be the problem of jittery 
operators jumping into price wars. 
There will be the threat of the eventual 
return of Iranian oil to world markets. 

But the consensus is that there will 
be no major upheavals in 1954. 

This imistic outlook for petro- 
leum isn’t limited to oil men. The 
Bureau of Mines, in preparing its 1954 
forecast, sees an over-all increase of 
at least 4% in U. S. oil demand next 
year. 


And John G. Winger, a petroleum 
economist for the Chase National 
Bank of New York, has concluded 
that demand in 1954 may increase by 
4.3%. 

Business Outlook— Other econ- 
omists, trying to size up the nation’s 
economic health as a whole, almost 
invariably point out that drops are ex- 
pected in some areas—‘“soft spots,” 
they like to term them—but there is 
no reason to believe oil demand will 
be one of those “soft spots.” 

These economists point out, for ex- 
ample, that there will likely be a drop 
in production of automobiles and 
some other “hard” goods next year. 
But they also point out that while an 
individual may postpone buying a new 
car, he is not likely to quit driving his 
old one. And although he may decide 
against buying a new horne, he will 


continue to heat the one he lives in. 

So, even granting that some other 
industrial activity will decline, the oil 
industry will not be greatly affected. 
And the economists have records of 
past years to bear them out. During 
good times and bad, during wars and 
depressions, oil demand has steadily © 
risen, with only slight fluctuations in 
the demand line. By contrast, indus- 
trial activity in general has shown 
sharp rises and sharp drops. 

Today, there are no powerful fac- 
tors present that tend to accelerate 
business and industry generally. But, 
on the other hand, there are no power- 
ful factors present to push us into a 
depression. 

For example, it is to be expected 
that government spending will decline 
somewhat, but there will be no sud- 
den, jolting drop. And even what drop 
there is will be offset to some extent 
by a probable decrease in taxes—such 
as the scheduled drop in income taxes 
—which will add several billion dol- 
lars to the nation’s spending ability. 

And while home building may slow 
down (no great drop is anticipated), it 
may be offset by commercial building 
in suburban areas, as “downtown” 
stores build branches in outlying areas 
to meet the growing shopping trend. 

Specifically, economists expect cap- 
ital expenditures of $25 billion next 
year, compared with about $27.5 bil- 
lion this year. 

They point out, however, that this 
could be offset by increased federal, 
state and local expenditures for 
schools, roads, hospitals and other 
such public programs which are badly 
needed in many areas. 


Employment Barometer—The fac- 
tor that economists seize upon as the 
best proof that no sharp, widespread 
recession is likely is the fact that em- 
ployment has continued at a high rate. 
When one industry has been forced to 
lay off employes, the workers have 
been able to go elsewhere and get jobs. 
This must be taken as evidence that a 
“soft spot” in one area is being offset 
by increased activity in another area. 

__ This high rate of employment—at 
high salaries—means the customer has 
money to spend. Personal savings have 
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the oil industry would be adversely 

affected from top to bottom. But no 

one expects this. The worst prediction 

at this point is that there will be some 

levelling off in 1954—maybe even 

some decline. But even if that happens Te 

the oil industry will fare maha Millions of Borrels 

most. ae 1953 ies Forecast 
Jobber Worry—In some quarters, orecast angry 

there is concern for the oil jobber. For Actual 1952 (As of Oct.1) Over 1953) 

example, Otis Ellis, general counsel Total demand 2,825 

of National Oil Jobbers Council, Motor fuel* 1,191 

thinks the jobber may be able to Residual 584 

maintain his present position. But he Distillate 514 

may not be able to keep pace with Kerosine 133 

some of the rest of the industry on ex- All others 403 


ansion—and in the long run he ma , 
ae Mr. Ellis sees yh way: y * Includes about 95% motor gasoline, with about 85% for highway use. It also 
ei ee y: includes low grade gasoline (such as that used in jet fuels) and naphtha. It excludes 
The jobber is likely to have diffi- other fuels used on highways, such as Diesel fuel and LP-gas, and kerosine or other 








Oil Demand Gains Predicted for 1954 
By Bureau of Mines 


culty expanding his operation for two 
reasons: (1) Tight credit and (2) re- 
duced profits in terms of what his 
profit dollar will purchase. 

In 1940 or 1945, the jobber usually 
had enough net profit left over to pur- 
chase new tank trucks or other equip- 
ment or to make a down payment on a 
new station. And if the jobber lacked 
the money, he didn’t have much 
trouble getting his expansion financed. 

But now, that same net profit—or 
even more—will not purchase the 
same facilities or equipment because 
those costs have gone up sharply. And 
the banks are more interested in short- 
term loans than in long-term ones. 

The result is that the average jobber 
cannot expand as fast as the rest of 
the industry. That leaves the expansion 
that the jobber should be making up 
to the supplier. 

If the supplier does the expanding 
of storage, etc., it “further brings to- 
gether the claw of integration,” and 
the jobber’s share of the market is 
likely to be reduced even further. 

Some suppliers have programs to 
underwrite loans to jobbers for ex- 
pansion. But in some instances, the 
jobber is reluctant, because the sup- 
plier wants a long-term lease on the 
new facility and, in turn, gives the 
jobber only a one-year lease. The job- 
ber fears this would cause him to lose 
his bargaining position with his sup- 
plier. 

Mr. Ellis also fears that the increas- 
ing supply situation may bring more 
competition from unbranded dealers 
who sell at cut-rate prices. 

Mr. Ellis says he isn’t trying to 
frighten marketers, but to alert them 
to problems ahead in the era of in- 
creasing competition. 

Gains Ahead—Many others, how- 
ever, believe the efficient jobber, as 
always, has no cause for alarm. Gen- 
erally, the economists and other in- 


distillates used in tractors. 











dustry officials are looking toward 
1954 with confidence. 

From an East Coast economist: “It 
is our view that gasoline demand 
growth will not be affected much un- 
less people really feel hard up. And 
we don’t think next year’s adjustment 
will be that severe. 

“Distillate demand should increase 
substantially because of larger heating 
requirements. There will be about 
10% more oil burners in use, and a 
return to normal weather will greatly 
increase the average consumption per 
burner. Domestic demand for distillate 
fuel last season showed a gain of 5% 
over the preceding heating period. 
Had the weather been normal, there 
very likely would have been a gain of 
about 12.5%. Should the weather 
prove to be severe, our forecast would 
be too conservative.” 


Optimism in West—From a West 
Coast company official: “1954 will be 
as good as 1951 and better than 1949. 
There will be a general business de- 
cline from artificially high levels. But 
it seems likely it will be an ‘orderly’ 
withdrawal to ‘normal’ conditions. 


“If businessmen take the attitude 
that there will be a decline, that com- 
petition will be stiff and move to meet 
the new conditions, they can cushion 
the shock. The opportunity will con- 
tinue, but it’s up to the individual to 
adjust to changing conditions. 

“As for the West Coast, 1954 de- 
mand for all products likely will be 
about 5% over 1953. Gasoline de- 
mand will be higher than that and 
residual fuel oil lower. The position 
of the jobbers and wholesale distribu- 
tors will not be altered. 

“The economic outlook for 1954 
hasn’t caused my company to change 
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its operating plans, and there hasn't 
been enough change in the consumer 
credit situation to warrant any changes 
in oil company credit and collection 
policies.” 

From Vern A. Bellman, marketing 
vice president of General Petroleum: 
The western motoring public will buy 
5% more gasoline next year than in 
1953 whether business conditions are 
“good, bad or indifferent.” 

Operations Normal—From a Mid- 
West company economist: “Domestic 
gasoline demand next year should be 
up 3.5%; kerosine and No. 1 up 3%; 
residual about the same as 1953; all 
distillates up 9%; and all other prod- 
ucts up about 5%. 

“The economic picture has caused 
no particular change in our operating 
plans. We will move along with an- 
ticipated annual increases. 

“As for jobbers, we don’t see how 
his position could or should be altered 
any more than the position of the ma- 
jors. As to credits, we think they must 
be watched from day to day as always. 
But we don’t see any particular policy 
changes.” 

From a Gulf Coast oil company 
economist: “We expect a moderate 
decline in business activity between 
now and the end of 1954 due to an 
anticipated drop in defense spending 
and capital spending by business. For 
next year, we expect the Federal Re- 
serve Board’s industrial production in- 
dex to be off about 6% from 1953. 

“For petroleum, however, we ex- 
pect an over-all demand increase of 
1%, with gasoline demand up 2.8%, 
kerosine off 2.8%, distillate up 3.4%, 
residual down 3.3%, and other prod- 
ucts about the same as this year. 

“The economic picture has not 
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caused my company to change any of 
its expansion plans as yet. But that 
might happen if conditions took a 
severe turn downward. 

“We think the jobber can expect 
even more competition for gallonage 
in 1954 than he has found in 1953. 

“As for credit and _ collection 
policies, our company sees no reason 
to change its present system,” the 
economist said. 

All of those contacted say they 
think the manpower situation will be 
better next year. They say the petro- 
leum industry has had to compete with 
the high wages of defense industries, 
and that with a decline in this activity 
next year, better labor will be avail- 
able to oil companies. 

Time to Work—Almost to a man, 
the oil forecasters feel the “fat” years 
are nearing an end; that from here on 
it will be a matter of being alert to 
conditions and trends. 

As one company official put it: 
“God feeds the little birds, but He 
doesn’t put the food in their nests. 
The birds have to go after it.” 


ADVERTISING 











Winter Holds Key 


The weather man has a vital 
role in the oil industry right now. 
This is the situation: Capaci 
is ample and stocks are high. If 
the winter is “normal,” the de- 
mand will be high, and much 
of danger of over-supply will 

be averted. 

If the winter is colder than 
normal, excesses in heating oils 
will be eliminated. 

But winter weather for the 
past six seasons has averaged 
6% warmer than normal. Last 
season it was almost 11% warm- 
er. Domestic demand for dis- 
tillate fuel last season showed a 
gain of 5% over the preceding 
heating period. Had the weather 
been normal, there very likely 
would have been a gain of about 
12.5%. 

Forecasters expect a gain in 
distillate demand of about 8% 
or 9% this year—if the weather 
is normal. 











Now It's Three Dimensions on West Coast Signs 


PIPE LINES 


PAD Puts ‘Super Inch’ 


In Lap of Industry 


The door has been left wide open 
for any company interested in build- 
ing a “super inch” pipe line to the 
East Coast, in the opinion of Deputy 
Petroleum Administrator for Defense 
Joseph A. LaFortune. 

He based his conclusions on the 
lack of interest among major com- 
panies as evidenced by the unfavor- 
able reaction to the proposal at the 
recent National Petroleum Council 
meeting. He added that any proposals 
toward solving all or part of the 
problem of oil transportation to the 
East during wartime would be con- 
sidered by the PAD and the Office of 
Defense Mobilization. 

Mr. LaFortune indicated that some 
companies are giving tentative con- 
sideration to building lines. It ap- 
peared, however, that these lines 
probably would be smaller than de- 
fense planners originally had in mind. 

He pointed out that defense agency 
studies have shown the need for a 
system capable of moving 750,000 
b/d. But he said that if some com- 
pany should come in with a proposal 
for a smaller line it would be con- 
sidered because that would at least be 
a step toward solution. 


He also mentioned the possibility 
that a big line might be built which 
would be used for natural gas during 
peacetime and be converted to crude 
oil or products during an emergency. 
To make this possible, gas line use 
would be limited to industries. 

Reconversion Talk—Mr. LaFor- 
tune said the Texas Eastern Trans- 
mission Co. is giving serious consid- 
eration to reconversion of the “Little 
Big Inch” pipe line for oil products 
use. To do this, the company probably 
would add pumping stations to in- 
crease the natural gas supply of the 
“Big Inch” line so that it could serve 
customers which are now using the 
“Little Big Inch” line. 

Mr. LaFortune feels that one diffi- 
culty facing any company planning 


to build a line would be getting enough 
customers to make the line economi- 
cally feasible. This is particularly true, 
he said, in view of the apparent lack 
of interest by major oil companies. 

He indicated that the government 
probably will do nothing further at 
this time to promote building of the 
line, but would await possible indus- 
try proposals. 
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Extra-large outdoor signs, which dwarf the usual 24-sheet poster boards, 
are being used more and more by oil companies on the West Coast. Texaco has 
eight of them on a rotating basis in the Los Angeles Basin. Every 30 days, they 
are moved to a new location to obtain maximum market coverage. Sharp action 
is featured in a 3-D technique that has unusual eye-catching appeal. Surmount- 
ing the painted signs is the large red TEXACO, in neonized letters, 4 ft. high. 
The size of the jumbo sign is illustrated by the two men standing at the bottom 
center of picture: Spencer C. Osborn, (left) Los Angeles division sales manager, 
and Drewry Beaton, Pacific Coast sales manager. 





Free Market Will Solve 


Oversupply Situation 


Lower oil prices brought about by 
free market competition are recom- 
mended by Sun Oil President Robert 
G. Dunlop as the best means of bring- 
ing petroleum demand and supply into 
balance. At an Oil Progress Week 
luncheon he told oil men and non- 
industry guests: 

“The best solution to an oversupply 
situation, such as the oil industry now 
faces, occurs when free market forces 
bring about a gradual and widespread 
reduction of prices all the way down 
the line from the service station to 
the oil fields.” 

Dunlop scorned the use of govern- 
ment regulation and self-imposed pro- 
duction cutbacks as alternative solu- 
tions to the oversupply problem. 

Price reductions in response to free 
market forces, he said, “should result 
in an increase in consumption, for we 
know from experience that a lowering 
of price levels is effective in inducing 
people to purchase more gasoline and 
other oil products than they would 
otherwise buy.” 

Other advantages to this solution, he 
said, were that: 

1. It will benefit the public. 

2. Stimulate interest in improving 
efficiency. 

3. Make importation of crude oil 
and products less attractive. 

“Above all,” he added, “it will be in 
keeping with our philosophy of a free 
market economy as the foun- 
dation for a republic of free people.” 


TAXES 


Substantial Cuts Made 
In Road Tax Diversion 


Diversion of highway tax revenues 
by states from the total tax dollars 
received in 1952 was reduced by 24% 
over the previous year according to 
an analysis of statistics from the 
Bureau of Public Roads. 

Twenty-five states and the District 
of Columbia spent almost $203 mil- 
lion for non-highway uses in 1952 
from a total highway tax income of 
more than $3.1 billion. This amounted 
to a 6.5% diversion as compared 
with 9.3% in 1951. 

Highway user groups point out that 
the improvement stems from antidi- 
version amendments adopted by 24 
states. 





Dealer and Service Station Prices for Regular-Grade 
Gasoline in 50 Representative Cities*** 


September 1, 1953 


o——— Cents per Gallon ——. 

Dealer’s Indicated Gasoline Tax Service 

Net Price Dealer (inc. 2¢ Station 

City (Ex Tax) Margin? federal tax) (Inc. Tax) 


Average United States ... \ 5.46 29.48 
GY a on as Jk Cbad che a eRTwS . 4.20 28.70 
Manchester, N.H. ..............+.+6. 23.90 
Ware VG ati Sh evnsdcs Coes 29.80 
Boston, Mass. 29.30 
Providence, R.L. . 22.90 
23.90 
29.20 
29.50 
26.70 
27.90 
29.00 
29.50 
28.80 
31.20 
29.60 
31.40 
30.30 
30.80 
30.50 
31.30* 
31.90 
30.90 
32.00 


5.70 
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Philadelphia, P; 
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Washington, D.C. ........ 
Charleston, W. Va. 

Norfolk, Va. 
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Charleston, S.C. . 

Atlanta, Ga. 

Jacksonville, Fla. 
Birmingham, Ala. 
Vicksburg, Miss. . 
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Milwaukee, Wisc. 
Twin Cities, Minn. 


29.40 
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ted margins do not 
per gallon of gasoline sold. 
ted to some dealers hit by the sub- 











Price of Regular Gasoline Drops Slightly 


The average service station price of regular-grade gasoline was 0.13¢ lower 
on Sept. 1 than it was on Aug. 1. This is based on prices reported by The 
Texas Co. at 50 cities throughout the U. S. The retail price of regular gasoline 
on Sept. 1 averaged 29.48¢, including all taxes. This compares with 29.61¢ on 
Aug. 1. The dealer contributed 0.1¢ to the decline in price by receiving that 
much less margin. The dealer’s net price was 0.03¢ lower. Taxes remained at 
7.46¢ gal. 
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MARGINS 
Kentucky Oil Jobbers 
Angry About Margins 


The Kentucky Petroleum Marketers 
Assn., has formed a committee to find 
out why jobber margins have been 
raised elsewhere, but not in Kentucky. 
Members of the association were de- 
scribed as “plenty mad.” 

One jobber was appointed to repre- 
sent all jobbers of each supplying com- 
pany—including Continental Oil, The 
Texas Co., Shell, Cities Service, Phil- 
lips and Pure—and the committee was 
requested to report by Oct. 29. The 
findings are to be available at the Na- 
tional Oil Jobbers Council meeting in 
Chicago early in November. S. G. 
Courtney, Shell jobber, Lexington, 
Ky., will be Kentucky’s representative 
at NOJC meeting. 

The committee, headed by E. M. 
Bailey, Paducah jobber for Aetna Oil, 
was asked to return findings on these 
points: 

1. Should an investigation be made 
of Kentucky gasoline and oil prices, 
since no portion of increases made by 
suppliers in June have been allocated 
to cover jobbers’ increased costs? 

2. Is there collusion to hold the 
Kentucky market down for a further 
squeeze at the next market decline? 

3. Why were prices increased when 
reports of all majors showed profits up 
in first half of this year over last? 

4. Why is it that no Kentucky job- 
bers have guaranteed margins to avoid 
bankruptcy in case of price wars? 

5. Is it a violation of Robinson-Pat- 
man act for suppliers to make different 
prices to Kentucky jobbers than the 
same suppliers make to those in ad- 
joining states? 

6. Should divorcement be advocated 
to prevent excessive major company 
expenditures on deluxe service stations, 
equipment and costly competitive 
practices? 

7. Should Kentucky jobbers with- 
draw in a body from the Oil Industry 
Information Committee, Petroleum In- 
dustries Committee and similar major 
— inspired oil industry activi- 
ties 

8. Should Kentucky jobbers organ- 
ize for group procurement of petrole- 
um products and other sales stocks? 


New York Jobbers Delay 
Decision on Margins 


Empire State Petroleum Assn. edged 
up to the point of deciding “one way 
or the other” on percentage margins, 
then backed away in its fall conven- 
tion in Elmira, N. Y., Oct. 5 and 6. 

While a study committee and others 


strongly favor the percentage mar- 
gin, the membership generally de- 
cided further study and interpretation 
was needed. 

The thought was that conclusive 
action might be taken next spring. 

Station Building—The association 
urged integrated companies to “re- 
consider” the “lavish” use of money 
for service station expansion, declar- 
ing in a resolution that this practice 
is “undermining the establishment of 
equitable product prices and endang- 
ering the interests of thousands of 
dealers and distributors.” 

Gasoline Tax—tThe association de- 
cided to set up a special legislative 
committee in view of reports the 
Dewey Administration will seek a 2¢ 
gasoline tax increase and higher motor 
vehicle registration fees, among other 
legislation. George Savory, Savory Oil 
Co., Binghamton, is chairman. 


WAN 1@)< 
U.S. Studies Wage-Hour 


‘Harassment’ Charges 


The Labor Department’s Wage and 
Hour Division, following a charge last 
week that its field investigators were 
using “harassing methods” on Texas 
wholesale marketers, brought field of- 
fice files to Washington for investiga- 
tion. 

A department official said that a 
thorough check would be made of the 
circumstances behind the reported rash 
of investigations and the reputed ig- 
norance of field personnel concerning 
former Labor Secretary Tobin’s pol- 
icy ruling. He estimated it would take 
about two weeks to complete the ex- 
amination of complaints. 

W. E. Syers, executive secretary of 
the Petroleum Marketers Assn. of 
Texas, made the “harassment” com- 
plaint. He cited a visit by a field in- 
vestigator from the department’s Dal- 
las regional office to W. W. Schramk, 
Magnolia consignee at Hamilton, Tex., 
to see if he was complying with the 
Wage and Hour Law. 

The investigator claimed, according 
to Mr. Syers, that he had not heard 
of any ruling by the labor secretary 
exempting most petroleum wholesal- 
ers from the law. 

“It seems to me that the Wage and 
Hour people are either just ignoring 
previous rulings or the field men are 
not aware of the rulings,” he said. “In 
either case, it is bad for us. 

Decision Wanted—‘“We feel it is 
high time for the Labor Department 
in Washington to either come out and 


say previous rulings no longer stand, 
or make these field investigators stop 
their harassing tactics on our mem- 
bers.” 


FUEL OIL 


Stress Oil Cleanliness, 
New York Jobbers Told 


Natural gas rates have nowhere to 
go but up, and gas heat has its draw- 
back, yet fuel oil’s sales story is better 
told if it doesn’t mention gas. 

Members of the Empire State Petro- 
leum Assn. facing gas competition 
were so advised at the jobber group’s 
fall convention in Elmira, Oct. 5-6. 

The fuel oil story is going to get 
more telling, they were assured. Major 
companies are beginning to promote 
heating oil for the simple reason that 
the well owner gets about 60% of the 
money made on oil, while it’s the pipe 
line companies that get most of the 
money made on gas. 

ESPA members were urged to em- 
phasize and insure the cleanliness of 
oil heat, by all means make deliveries 
automatic, and “stress oil’s assuredness 
of supply.” 

Fighting gas on the basis of its cost 
to the consumer has been found in- 
effective in Westchester County, N. Y., 
said Herbert M. Spade, of Robinson, 
Inc., Hartsdale. 

The fuel oil operator was told of 
several ways to impress oil’s cleanli- 
ness on the consumer: 

1. Refuse to install an oil burner in 
an old gravity-type coal furnace. Dis- 
mantle the old furnace and replace it 
with one that can handle high temper- 
atures. And tell your driver if he 
notices smoke coming from a custom- 
er’s chimney to see that the trouble is 
corrected. 

2. Keep trucks clean and polished. 

3. Insist that your service men are 
clean; if possible, have them wear 
business suits. They can peel off their 
coats and roll up their sleeves, or even 
wear something like the linen duster 
of motoring’s early days. 

4. In advertising, put your strongest 
emphasis on oil heat’s cleanliness. 

The “tremendous” growth in the 
consumption of gas, which used to be 
flared off for lack of a market, now 
has new supply contracts with trans- 
mission companies being written at 
18¢ to 20¢ per 1,000 cu. ft. This is 
10 times the figures at which early 
contracts were written, reported Mr. 
Spade. 

Also, he pointed out, public utility 
commissions are obligated by law to 
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FUEL OIL 


see that utilities earn enough to stay 
in business. “So only one thing can 
happen to natural gas rates—they’ll 
go up,” he said. 


Colder Weather 


Hikes Degree Days 


The degree day summary has been 
reorganized into five geographical sec- 
tions to facilitate readers in obtaining 
information, and two new cities, Buf- 
falo and Toronto, have been added. 

Colder weather in all sections of 
nation brought more degree days to 
all key cities. Seasonal totals to date 
show: colder than normal in Great 
Lakes region, near normal in South- 
east and East Coast areas, warmer 
than normal in Midwest and West 
Coast sections. 


DEGREE DAY SUMMARY 


(Season Sept. 1-Oct. 10) Week 
Oct. 4- 
Oct. 10, 
1952 Normal 1953 
Boston 150 147 
New York (a) . 81 94 
Philadelphia (a) 76 73 
Washington .... 84 99 
98 103 


283 216 
250 163 
224 «131 
246 «6182 
284 
195 


215 
266 
146 

71 


ton, S. C. (a).. 4 
Nashville, Tenn. 34 119 


Raleigh, 
N.C. (a) .... 43 68 
Average 67 


Degree days are on 65 deg. F. basis. 

(a) Readings at city office. Readings in 
other cities taken at airport offices. 

* Toronto figures arrived too late for last 
week’s summary. Last week's figures for 
Toronto were: Sept., 1953—154; Sept., 1952 
—122; Sept. normal—167; Week Sept. 27- 
Oct. 3, 1953—35. 

** Weather bureau corrections for South- 
eastern cities follows: Bi Sept. nor 
mal—-13 (not 24); Nashville, Sept., 1953—6. 
Corrected averages for Southeast read: Sept., 
1953—4; Sept. normal—13. 

+ Weather bureau correction for Denver, 
Sept. normal is 120 (not 125). Average Sept. 
normal—122. 
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ASSOCIATIONS 


Virginia Jobbers Fight 
Contract Withdrawal 


The Virginia Petroleum Jobbers 
Assn., at its fall meeting last week 
in Roanoke, authorized the establish- 
ment of a committee to study the 
advisability of seeking state protection 
against “unjust” withdrawal of con- 
tracts by suppliers. 

It was alleged that one major sup- 
plier is refusing to renew contracts 
with three jobbers on grounds that 
the major can “make more money” 
by marketing directly. 

An existing law enacted in 1950 
for the benefit of Virginia automobile 
dealers was cited. It requires the 
licensing of auto manufacturers to do 
business in Virginia. They are pro- 
hibited from cancelling contracts with 
dealers without just and valid reasons 
on penalty of losing their state license. 

The thought was expressed that this 
law could be broadened to include the 
oil industry. Association President R. 
S. Hornsby said he would appoint 
a committee to consider a petition 
to the State Legislature. 

The association also went on record 
against placing service station facilities 
on the proposed Richmond-Petersburg 
toll road. At present, a State Highway 
Department policy rules out facilities 
on such localized toll roads, although 
“reasonable competition” would be re- 
quired on long ones. 

E. B. Catterton, executive secretary, 
noted that Esso, successful bidder for 
three stations on West Virginia toll 
roads, would pay a rental of 5.01¢ 
per gal. on gasoline and an additional 
10% on gross receipts. On that basis, 
he asserted, no Independent Virginia 
jobber could hope to obtain a toll 
road location. He warned that the 
short roads probably would be “only 
the beginning” and that the state 
would build long turnpikes later. 

“I think we know, in general, that 
toll roads are not in the jobbers’ 
favor,” Mr. Hornsby summed up. 

Several jobbers reported they had 
instituted a 1¢ per gal. differential 
on gasoline deliveries to small farm 
and commercial accounts, compared 
with their tank wagon price to retail 
service station operators. In one in- 
stance, the differential was applied 
to deliveries under 100 gal. and, in 
another, to those less than 200 gal. 

The jobbers heard a pro-and-con 
discussion on the percentage margins 
from a three-member panel: Paul 


Caldwell, marketing vice president, 
Shell Oil Co.; Tom Brown, New 
Rochelle, N. Y., jobber; and Ray 
Kramer, Port Washington, N. Y., fi- 
nancial consultant. 

The association was told that the 
state agriculture board is willing to 
go along with their request to switch 
its obsolete system of determining 
octane ratings to “research” methods, 
but wants to put in a “quality grad- 
ing” regulation at the same time. 

The group also was warned that an 
attempt probably will be made to in- 
crease the state gasoline tax by 2¢ 
per gal. with the aim of obtaining 
$20 million for highway improvement. 
The association reaffirmed its previous 
position against increasing taxes on 
petroleum, levying new taxes on oil 
products and favoring repeal of the 
federal excise tax on gasoline. 


TRANSPORTATION 


Waterways Called Key 
To Mass Distribution 


Mass production and mass con- 
sumption require mass distribution, 
and the answer is low-cost mass trans- 
portation via inland waterways, ac- 
cording to John E. Hollis, manager 
of transportation, Hutchinson Barge 
Lines, Inc. 

He told Tennessee Oil Men’s Assn. 
this month that currently 22 leading 
markets in the U. S. are served by 
water transportation. He predicted the 
volume of petroleum moved by water- 
ways will continue to increase. How- 
ever, he warned that the pipe line is 
the most important limiting factor to 
the continued development of petro- 
leum barging. 

In 1940, 7,377,000 b/d of petro- 
leum were moved; in 1950 the total 
had risen 86% to 13,773,000 b/d. 
During this same period, inland water- 
way movement of oil rose from 975,- 
000 b/d (13.2% of the total) to 
2,465,000 b/d (17.9% of the total)— 
a 150% increase in barrels of petro- 
leum transported by water. 

Mr. Hollis said that in 1952 there 
were 299 terminals with total capacity 
of 85,000,000 bbl. on the Mississippi 
and its tributaries; the Gulf Intra- 
coastal Canal had 126 oil terminals 
with a capacity of 169,400,000 bbl. 

Currently, U. S. Engineers lists 1,- 
477 tank barges with total capacity of 
2,138,000 tons operating on the Mis- 
sissippi and Gulf Intracoastal Canal. 
Mr. Hollis also points out that while 
general barge rates have increased (as 
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have rail and truck rates), the average 


petroleum barge rate has actually de- 
creased. 


API Committee Tackles 


Loss by Evaporation 


Loss of petroleum liquids by evapo- 
ration will be studied by a new Amer- 
ican Petroleum Institute committee, 
chairmanned by J. H. McClintock, 
Esso Standard Oil Co. 

Specific scope of the group’s activi- 
ties will be “the development of fac- 
tors governing the evaporation loss of 
petroleum liquids for use in the solu- 
tion of operating problems.” 

Other members include: J. H. 
Brown, Tide Water Associated Oil 
Co., New York; W. H. Creel, Phillips 
Petroleum Co., Bartlesville; P. E. 
Frank, Sinclair Refining Co., New 
York; H. M. Hart, Standard Oil Co. 
(Ind.), Whiting; R. W. Hill, Stanolind 
Oil & Gas Co., Tulsa; E. L. Hoffman, 
Socony-Vacuum Oil Co., New York; 
F. P. Irwin, Imperial Oil Co., Ltd., 
Ontario, Canada; O. W. Johnson, 
Standard Oil Co. of California, San 
Francisco; K. G. Krech, Atlantic Re- 
fining Co., Philadelphia; H. S. Mount, 
Sun Oil Co., Philadelphia; H. C. Pack- 
ard, Shell Oil Co., New York; E. O. 
Perkins, The Texas Co., New York; 
G. B. Ryan, Standard Oil Co. (Ohio), 
Cleveland; A. B. Stevens, General Pe- 
troleum Co., Los Angeles; L. S. 
Wrightsman, Humble Pipe Line Co., 
Houston; and E. O. Mattocks, Amer- 
ican Petroleum Institute, New York. 


Situation Improving 


For Military Storage 


An Armed Services Petroleum Pur- 
chasing Agency official predicts that 
the military, currently hampered in its 
procurement efforts by a lack of oil 
storage space, will be in a much better 
position storage-wise by the end of 
next year. 

Some military storage construction 
is under way now, with five or six 
terminals scheduled for completion 
this year. Additional storage space 
for 5,000,000 bbl. should be com- 
pleted by March, 1954. In addition 
to this, the military is pushing for 
additional storage from private in- 
dustry. 

More storage will enable the mili- 
tary to buy enough during slack 
periods to carry it through peak de- 
mand periods, he said. 
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GOVERNMENT 


A Salute to PAD for a Job Well Done 


The Petroleum Administration for Defense passed its third 
anniversary early this month with the knowledge that probably it 
would be its last, as currently authorized. 


The last urgent necessity for its existence appears to have been 
licked—that is, the shortage of aviation gasoline and of alkylate 


production facilities. 


The National Petroleum Council 
has launched a study of the kind of 
peacetime agency that should be es- 
tablished to succeed PAD when its 
official life is slated to run out on 
June 30, 1954. But, with the agency’s 
duties virtually over, the end is much 
nearer and may come before the year 
is out. Only a definitely dangerous 
worsening of the international picture 
would forestall PAD’s exit. 

As did the World War II Petro- 
leum Administration for War, PAD 
has reflected the willingness of the 
oil industry to contribute top per- 
sonnel to handle an emergency job 
for the government—and in a capable 
and unselfish manner not equaled in 
any other industry. 

It was not uncommon for new PAD 
deputies to come charging on the 
scene with a determination to do right 
for some particular portion of the 
industry that obviously was being mis- 
used. But the upshot would be a 
realization of the enormity of PAD’s 
task, and an appreciation of the mas- 
tery with which a multitude of back- 
breaking jobs were performed by 
conflicting personalities and oil indus- 
try experience and interest. 

With this lesson learned, the “re- 
cruit” invariably leaned over back- 
wards to be a fair administrator and 
it was generally his own segment of 
the industry that got the sharpest sur- 
veillance on requests for assistance. 

Bouquet from McKay — Interior 
Secretary Douglas McKay, also the 
petroleum administrator for defense, 
has been a PAD fan since taking 
office in January and seeing how 
that shop is run. His latest tribute to 
PAD came on Oct. 8 at Lafayette, La., 
when he declared: 

“When the security of this nation 
was threatened in two world wars, 
leaders of the petroleum industry were 
among the first to offer their services 
to the government. This service was 
not regarded as a sacrifice, nor was it 
given grudgingly. These people be- 


22 


lieved it was their patriotic duty as 
Americans to offer their knowledge 
and skill to aid victory. 

“In World War II, the Petroleum 
Administration contributed much to 
the ultimate victory. Prodigious feats 
of production were accomplished by 
the hard working, unselfish industry 
leaders who came to Washington at 
the first call for volunteers.” 

Korean War—‘“When the Commu- 
nists invaded South Korea”, said Sec- 
retary McKay, “again came a call for 
men who were willing to put aside 
their own affairs to assist in strength- 
ening America’s defense. 

“Under the leadership of Bruce 
Brown and with the help of many of 
the veterans who served in the Pe- 
troleum Administration for War, a 
brilliant staff was assembled to get 
the Petroleum Administration for De- 
fense under way. Every segment of 
the industry sent its best men to 
Washington to do the gigantic job 
that was needed. 

“. . . When I came to the Depart- 
ment last January, I found a fine 
organization under Ed Warren. 


Closing Days of PAD—‘“And now 
in the closing days of the Petroleum 
Administration, Joe LaFortune is do- 
ing a good job, perhaps without the 
glamour of the hectic early days of 
the agency, but with the same careful 
attention to the hundreds of things 
that must be done to make an orderly 
transition from the defense agency to 
some form of peacetime program. 

“I have had a good opportunity to 
observe the work of the petroleum 
agency and to study the way the men 
came to work for their government 
during the two emergencies. I can say 
there has never been a better example 
of government and industry co-operat- 
ing than has been demonstrated by 
the petroleum people and I want to 
say here—well done and thank you. 

“There is one thing that sticks out 
in the record and one which I admire 
greatly. That is the day-to-day inde- 


pendence and determination that the 
industry people exhibited. A special 
co-operation developed between the 
oil and gas industry and the govern- 
ment. We were able to work harmo- 
niously together. But we realized that 
without the persistent drive and special 
knowledge that the industry was con- 
tributing, the job would never have 
been done so quickly and so effi- 
ciently.” 

Story of Men—So the story of PAD 
is men. It started Oct. 2, 1950, when 
Interior Secretary Oscar Chapman 
signed the order creating an inde- 
pendent oil agency and made Hugh 
A. Stewart, director of the Oil & Gas 
Division, the acting deputy PAD. 

Then Bruce K. Brown (Pan-Am 
Southern Corp.) was named deputy 
PAD on Nov. 11, culminating an 
intensive industry search for the right 


-man, and PAD was off and running. 


To single out the men in PAD 
worthy of special mention is an im- 
possible task but here is an attempt 
to pinpoint some of the industry men 
who have represented the backbone 
of the agency: 

Mr. Brown was in charge of the 
100-octane refinery program, a billion- 
dollar deal during World War II. 

Later he headed the Military Petro- 
leum Advisory Board before being 
recalled to active duty as PAD boss. 
He directed all of the early organiza- 
tion efforts. Then he carried through 
to establishment of formulas for so- 
lution of all future difficulties, par- 
ticularly those of materials allocations. 
He ran what the Navy calls a “tight 
ship.” 

J. Ed Warren, an independent pro- 
ducer, took two months of training 
under Brown, then lead the agency 
successfully through the whole difficult 
period of the transition from a Con- 
trolled Materials Plan to the point of 
decontrol. Although he picked up 
many of the principles of close con- 
trol over the agency, Mr. Warren— 
who looked and talked like a Texan 
in spite of the fact that he was born 
in Washington—held a looser rein. He 
rolled with a punch where Mr. Brown 
would promptly have thrown a count- 
er-punch—sometimes rashly some peo- 
ple thought. 

Joseph A. LaFortune came up from 
Tulsa to find on his hands an agency 
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HUGH A. STEWART, named BRUCE K. BROWN, first J. ED WARREN led PAD’s JOSEPH A. LaPFORTUNE, 
acting deputy when PAD was deputy, organized and set transition from controls to de- present deputy, heads trim- 
formed in 1950 agency’s course control med down agency 
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of the agency shortage set up fined PAD powers 
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Independents’ language aided pipe lines tion task division structure 
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GOVERNMENT 





Reid Brazell 
Director, refining 
(Leonard, Alma, Mich.) 


C, L. Burrill 


L. E. Lee E. C. Mattern 


MR. LEE: distribution and marketing 
(Husky Oil, Cody, Wyo. MR. MAT- 
TERN: assistant deputy administrator, 
staff (OWIU, Dallas, Tex.) 


that had lost many of its previous 
powers, much of its reason for ex- 
istence. He has been in command 
during the period when even the avi- 
ation gasoline problem lost some of 
its urgency. 

Under him the agency has con- 
tinued a consistent program of relax- 
ing controls over industry just as fast 
as possible. 

Alfred P. Frame, who always 
smoked cigarets in an impressively 
long holder, was an avgas expert. Per- 
haps, though, he is best remembered 
for a classic remark early in PAD 
history, when he said: 

“Along about nine o’clock at night 
I drive home past Arlington Cemetery 
to meet myself coming back to work 
in the morning. The big cemetery 
looks mighty peaceful and restful at 
that time of night. And I say to my- 
self, ‘If anyone ever tried to tell me 
I had to work as hard as I am work- 
ing now in PAD, I would say, ‘Shut 
up, turn blue, and, most of all, drop 
dead’.” 

He was Mr. Brown’s top aide but 
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Director, program 
(Creole, New York) 


C. D. Fentress 
Assistant deputy PAD 
Interior Department 


Bryant Putney C. S. Snodgrass 


MR. PUTNEY: director, public infor- 
mation (Interior Dept.). MR. SNOD- 
GRASS: assistant deputy, foreign opera- 
tions (Bechtel, San Francisco) 


he had a lot of ideas of his own. It 
didn’t take people long to learn that 
when the deputy couldn’t be reached, 
“Al” Frame was the guy with the 
answers. 

C. Eugene Davis looked mild, al- 
most cherubic. But he knew every 
abstruse point about refining, and he 
could crack down decisively whenever 
there was any technical question 
raised. It was he, in large part, who 
got PAD over the hump of the Navy 
Special fuel oil shortage in late 1951. 

Justin R. Wolf, lean, darkly hand- 
some, often sharp of tongue, had a 
full background of experience with 
the Petroleum Administration for War. 
Before the official establishment of 
PAD he worked severel weeks to help 
set it up, though he wasn’t paid a 
dime for the effort. He was general 
counsel for the agency during all the 
days when the organizational structure 
was being perfected and the original 
procedures laid down. 

Elmer E. Batzell also had a back- 
ground of PAW experience and a vast 
knowledge of interdepartment arrange- 


R. L. Foree 
Director, production 
(Producer, Dallas) 


D. B. Hodges 
Director, supply, trans- 
portation (Shell) 


C. E. Spahr W. W. Keeler 


MR. SPAHR: director, supply and trans- 
portation (Sohio, Cleveland). MR. 
KEELER: director, refining (Phillips, 
Bartlesville) 


ments. It was he who was chiefly 
responsible for the many changes in 
delegation of authority that gave PAD 
elbow room to work, and ultimate 
authority over all petroleum problems 
of defense. 

William Simon came to the agency 
with a great backlog of experience in 
the antitrust law field. He steered the 
agency through most of the complica- 
tions that followed filing of the “car- 
tel” suit and the many complications 
involved in the Voluntary Agreement 
on Foreign Petroleum Supplies. 

Richard G. Lawton, first of the 
directors of the agency’s Production 
Division, had a trick of switching 
from a broad Ozark dialect to hard- 
hitting straight English. An indepen- 
dent himself, he talked the language 
of the independents—and he spared 
no one’s feelings. When the standards 
for distribution of oil country tubular 
goods were being established, he told 
the industry in effect: “We'd like to 
tell you people just what our standards 
are. But we know there are a lot of 
you out there in the field who are 
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U-S‘S COR-TEN High Strength STEEL 


‘@ Here’s a unit that was designed for maximum 
weight reduction. It was built with U-S-S Cor- 
TEN steel by the Butler Manufacturing Com- 
pany, Minneapolis, Minnesota. 

The capacity of this trailer tank is exactly 
the same as if it had been built of plain carbon 
steel . . . yet it is 1,120 pounds lighter! 

By getting rid of this costly deadweight, the 
operator enjoys lower fuel bills. Tires and brakes 
last longer and license fees are usually lower. 


And, of course, all of that means... 


... higher paropite 
> IN SHORT, when compared to construction with carbon 
steel, your tank can be built larger without increasing 
weight or operating costs, or it can be built lighter and 
operating costs reduced without reducing capacity. 

In either case, U-S°S Cor-TEen High Strength steel 
makes a stronger, longer-lasting unit. The reason being 
that, section for section, Cor-TEN steel has 50% higher 
yield point than ordinary steel. @Also, it offers 4 to 6 
times the resistance to atmospheric corrosion and a 
high resistance to load surge and road vibration. 

What’s more, it costs very little extra to build lighter 


UNITED STATES STEEL CORPORATION, PITTSBURGH - AMERICAN STEEL & WIRE DIVISION, CLEVELAND - 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 


BATIONAL TUBE DIVISION, PITTSBURGH ~ 


@ When loaded, this tanker, built of Cor-Tzn 
steel by the Brown Steel Tank Company, 
weighs exactly the same as if it were built of 
carbon steel . . . yet it can haul 155 extra gallons! 

Cor-TEN steel construction trimmed off 932 
pounds of useless, expensive deadweight. That 
reduction in deadweight permitted an increase 
in capacity with no increase in loaded weight. 

The operator can now deliver 7,000 gallons 
for the same or less cost as for 6,845 gallons 
carried in a unit made of carbon steel, and 
that means... 


... higher propite / 
and stronger with Cor-TeEn steel. In fact, we can show 
you cases where Cor-TEN construction costs not a cent 
more than heavy construction with plain steel. As a 
result, the Cor-TEN equipment started paying divi- 
dends in clear profit right away. 

If you want to know more about lighter, stronger 
construction with U-S°S Cor-Ten High Strength steel 
. . . if you want to know how you can make your 
equipment more profitable and easier to maintain . . . 


a phone call or a letter to our nearest office will bring 
you all the facts. 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
* UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DiSTRisUTORS 


UNITED STATES STEEL EXPORT COMPANY, KEW YORK 


USS COR-TEN High Strength STEEL 


UN i! 


1... 2 
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Greatest Tank Trailer a 


TANK GUARANTEED. 


TANK TRAILER GUARANTEE 























A product has to be great to warrant this kind of 
guarantee. It’s a guarantee that stamps Trailmobile 
Tank Trailers as tops for safe, inexpensive, long-term 
petroleum hauling. 


Today only Trailmobile makes this iron-clad offer—a 
full year guarantee assuring you $50.00 a day for every 
day a new Trailmobile Tank is out of service due to 
shell leakage. It’s the only known guarantee of its kind! 


How can we make sure that you'll never want to collect 
on this offer? Because a Trailmobile Tank Trailer is 
built to require less “time out” expense . . . Triple- 
Tested to meet or exceed ICC regulations. 


Trailmobile Tank Trailers are “balance-engineered.” This 
means that every road, load and metal factor is care- 
fully analyzed by Trailmobile Tank Engineers before 
your tank goes into production, It means a strong, 
rugged body with husky reinforcements at all stress 
areas. It means easy road handling with load weights 
equally distributed on both axles by Trailmobile’s ex- 
clusive Tandem Suspension. It means thousands of extra 
profit-bearing miles with less wear and tear on tires, 
brakes, axles, nerves. In short, “balanced-engineering” 
means the best all-round tank trailer that money can 
buy — anywhere | 
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TRIPLE TESIE 

















; a For full information and quotations on single axle 
) a seria: or tandem model tanks to fit your hauling require- 
a ment, write, wire, call or check the yellow pages 
as of your phone book for the nearest Trailmobile 
; , Branch Office. 





a 


oT (PE! 
; TRAILMOBILE 


TRAILMOBILE inc. 


CINCINNATI 9, OHIO BERKELEY 10, CALIFORNIA 
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GOVERNMENT 


smarter than we are, and there are 
a lot more of you, than there are of 
us. So we just don’t feel justified in 
turning this stuff loose.” 

George A. Wilson was one of the 
anomalies of PAD. A natural gas 
executive, he was a vehement propon- 
ent of oil transportation. He was 
known to insist frequently, in meet- 
ings on pipe allocations, that natural 
gas pipe lines were relatively unim- 
portant, that it was oil transportation 
that had to be considered. 

Lawrnce W. Lee, the only director 
of the Distribution and Marketing Di- 
vision PAD ever had, set up the 





initial organization of experts that 
helped PAD get through the heating 
oil crisis of the winter of 1952. 

Frank A. Watts, round of face and 
serious of manner, was the first of 
PAD’s directors of the Materials Di- 
vision and helped set up the structure 
of that important department. 

Richard M. Morrison, who succeed- 
ed Watts, managed the reorganization 
of the Materials division from its ini- 
tial emergency basis to a closer inte- 
gration with the industry setup that 
the National Production Authority 
had established. 

C. Pratt Rather, who perpetually 





DRUM RINSER... 


IS THE BEST INVESTMENT WE EVER MADE” 


“It does everything represented in your 


circular and more. It even cleans perfectly drums 
that have semi-solid matter in bottoms, such 

as those in marine engine oil service. Our rinser 

is used to clean 600-1000 drums a month. We 
heartily recommend it as a time and money 
saver for any drum-packaged 


G. P. Gillette 
Gillette Oil Co., New Orleans, La. 


product that can be solvent cleaned.” 


Gilbert & Barker Manufacturing Co. 
West Springfield, Mass., Toronto, Canada 





wore his horn rimmed glasses on the 
top of his forehead, put through PAD 
Order No. 2, which limited the ex- 
tension of natural gas service in areas 
where shortages threatened through 
lack of pipe line facilities. 

He, like the scores of other oil men 
who served, was proud of his con- 
tribution. But they all have been glad 
to leave the “rat race” for the rela- 
tively uncomplicated job of competing 
again in private enterprise. 

It’s certain, however, that if the 
call should come again, the Brown’s 
and Frame’s and Lee’s, et al, will be 
there to answer. 


Revised Charter Lists 
New Duties for ASPPA 


New duties were assumed by the 
Armed Services Petroleum Purchasing 
Agency last week under organizational 
changes which saw the agency placed 
under the policy guidance of Defense 
Secretary Charles E. Wilson and con- 
trol and supervision of Navy Secretary 
R. B. Anderson. 

Included among ASPPA’s new re- 
sponsibilities are the preparation of 
an industrial security guide for the oil 
and gas industry and the maintenance 
of records on world-wide tanker fleets 
and a review of tanker construction 
statistics. Other duties set forth in the 
agency’s new charter are: 

Study and analyze surveys of pro- 
duction facilities and petroleum re- 
sources; compile and consolidate cur- 
rent and strategic data and statistics 
on domestic and foreign, military and 
civilian petroleum consumption; de- 
‘velop requirement programs for sub- 
mission to the petroleum industry for 
purposes of scheduling for military 
supply, and compile a listing of all 
industry petroleum products available 
in the distribution system for for- 
eign areas. Assist the Defense and 
three military departments in present- 
ing and defending current military 
requirements; develop and implement 
detailed procurement operating instruc- 
tions; buy petroleum and related items 
required by federal departments; buy 
commercial petroleum services re- 
quested by the military departments; 
administer ASPPA contracts; co- 


' ordinate item specification standardiza- 


tion for products and specialized con- 
tainers; guide and direct military pro- 
curement inspection; contract ap- 
proved programs for industry expan- 
sion; co-ordinate tanker transportation 
requirements and arrange for delivery 
to storage; and develop joint utilization 
of bulk storage facilities. 
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GR ACO avtmorizen service verors 


ALABAMA GEORGIA 


Atlanta 
Auto no See BS & Equip- 
P.O. 6205, Sta ‘Hw’ 
NLINOIS 
Chicago 
The Amco Corp. 


Jack Co. 
615 Ninth Street 
Mobile 
Motor Parts & Supply 
Co., Inc. 
P. O. Box 455 


azo 


Stockton 
Jack Bento 


1204 East Cte Se 


es 9 


96-104 State Street 
FLORIDA 
Fort Myers 
— Auto Supply, 


Bg 7 Main Street 


17s. rs Wit 


“Motor Parts Co., Inc. 
Cor. Tyler & Morgan 


ment Co. 
irst St. 


Tam 


728 f Marshall Street “" 


MARYLAND 
Baltimore 
— Engineering 
Oo. 
1728 Lamont Ave. 
Landover Hills 
Duke's Equipment 


4101 Feirfax Street 


Boston ) 
Petroleum Equipment 
Company 
7 Jersey Street 


MICHIGAN 
Detroit 

The Amco Corp. 

$733 Grand River Ave. 
Flint 


Shreveport “a 
Chain here & —_ 


Omaha 
ae yn Equip 
1210 Dodge Street 


NEW JERSEY 
Elizabeth 

Universal Valve Co. 
409 South Street 


NEW YORK 
Albany 
Albany | ae & 
Lube Serv 
1098 cabewr 
Buffalo ; 
Lindner's Service 
Garage 
34 Carlton Street 
Uo 
. G. Giersberg 


venue 
d Ci ’ 


oma City 
ix Industrial Su 
702 South High 


Portland 
Hallidie Mach. & 
uip. 
525 N. W. Tenth Ave. 


PENNSYLVANIA 


Philadelphia 
Air Lube Service Co. 
5034 bea Avenue 


Se Callow ‘Street 
ipment Service Co. 
Oa] "Callowhill Street 


ions Spray Equip- 


ment Co. 
243 North 63rd Street 
Pittsburgh 
West Penn Oil Equip- 
ment Co. 
. Rochester 
Bride Pump Serv. 
tland and Cali- 
nia Avenues 


i (We 
imbia 


paediran Frank Co. 
301-307 So. Flores St 

UTAH 

Salt Lake City 


Robert es & Sms 


1077 Sout 
VIRGINIA 


South Norfolk 
Oil aan Sales 
Service Ci 
814 Poindexter Street 


WASHINGTOM 
Seattle 
—— Mach. & 


ot 
edeen Street 

anes 
E ponent Sales & 


925 First, pue West 


WISCON! 
LaCrosse 
Gatew 
Aw . 
21 d Street 


q uipment 
Street 


ly Co. 
th Street 


ADA 


On Machine & 
mdry, Lid. 

Sixth Avenue, East 
COLUMBIA 


adian Fair- 
orse Co., Lid. 
ty Street 


2) one Safety Clinic 
D0 Portage Avenue 
. John 


| The Canadian Fair- 


| banks-Morse Co., Lid. 


75 Prince William St. 


DNTARIO 
pronto 
eT Canadian Fair- 
pks-Morse Co., Ltd. 
67 Harbour St. 


nadian Fair- 
lorse Co., Ltd. 
ntoine Street 


Ludger Gravel et Fils, 
Limitee 
7905 St. Laurent Bivd. 
Quebec 
Ant. Bernier, Inc. 
59 Rue St. Roch 


*Twin City service 
pea a! haere 4 Wherever you are, you're never far from Graco service 
which covers the full line of Graco automotive equipment. 

This complete network of experienced service organizations 
extends throughout the United States, Canada and most of the 
important marketing centers of the world. 

See the wholesaler from whom you purchased your GRACO 
equipment for recommendations on service. 

Graco Regional Offices supply Service Depots and Agen- 
cies with factory know-how, genuine replacement parts and 
technical advice. 


You'll appreciate Graco’s high standards of fast, de- 
pendable service! 


GRACO 


GRAY COMPANY, INC. 





In addition to the Service Depots 
listed above, there are 165 Graco 
SERVICE AGENCIES, conveniently 
located and equipped to perform 
emergency service. Write Gray 
Company, Inc., Minneapolis 13, 
Minnesota, for a complete list of 
all Graco service points. 














ATLANTA 
1223 Spring Street N.W. 


NEW YORK CITY 
601 West 26th Street 


GO 
1134 South Michigan Blvd. 
SAN FRANCISCO 
141 Eleventh Street 


2124 Fairmount Ave. 


2699 West Grand Bivd. 
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PROPOSED SERVICE STATION PLAN submitted by Pure of restaurant and service facilities, and parking is provided for 
Oil Co. lays out station and restaurant for maximum con- off-turnpike restaurant customers. Area behind building is for 
venience and efficiency. Parking areas are planned for patrons deliveries and garbage removal 


Sensible Planning for Turnpike Stations 


By Holger Ridder, NPN Staff Writer Pure Oil Co. apparently thinks there 

e Why are New Jersey Turnpike service stations being remodeled pls Feng Rw Mh sticarcort 
after only a year’s service? turnpikes. So the company recently 
e Why do truck drivers by-pass turnpike stations in favor of out- submitted, voluntarily, to the Ohio 
lets on roads approaching turnpikes? Turnpike Commission a special set of 

e Are present turnpike stations practical in design and from the recommendations on turnpike stations. 
standpoint of service facilities? (They supplement recommendations 

already given to the commission by an 
oil industry committee.) 

r The company divides its recommen- 

d dations into two categories: 

SEWAGE Truck Stop Stations: 

; —Establish four separate truck stop 
stations, two on each side of the pike 
(these would be in addition to service 
be Myint stations already planned). 

TRUCK PARKING i —Adopt a realistic policy on prod- 
; uct discounts to truckers. 

—Provide adequate facilities to 

ae aR service trucks and accommodate truck 

TRUCK PARKING | BUR DING | say ace 
iateNe es Passenger Car Stations: 

—Design service areas to promote 
easy access and permit free flow of 
traffic within service area. 

—Follow accepted oil industry prin 
ciples in designing stations, thereby 
avoiding premature obsolescence. 

—Provide pump island shelters. 
ts PIPE ON SS 5 OREN ere ili lh A i ll : —Design stations to provide ade- 
SUGGESTED TRUCK STATION proposed by Pure includes plenty of parking space, quate TBA display. 
bunks and showers for truckers, and service areas capable of handling truck repairs —Include service bays. 


TRUCK PARKING a } 
DISPOSAL 


DRIVE ~~ DRIVE 








(EGRess——- 
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NEW JERSEY TURNPIKE STATIONS are already being 
altered after one year of use. Service station portion of build- 


—Plan adequate grade level ware- 
housing facilities at each station. 

—Allow for expansion of service 
facilities. 

J. V. Sanner, manager, marketing 
special outlet development department, 
says the company’s $65,000 survey 
covers station operations on the Mer- 
ritt Parkway and the Jersey and Penn- 
sylvania turnpikes. Data upon which 
Pure bases its recommendations were 
obtained from interviews with station 
attendants; station managers, super- 
visors and division managers charged 
with operations; maintenance men and 
maintenance supervisors; emergency 
service road crews; turnpike users and 
especially truck drivers. 

C. A. Peterson, chief architectural 
consultant of Pure, told the Ohio com- 
mission service stations become obso- 
lete after 15 years. A study of Penn- 
sylvania Turnpike indicates the rate of 
service station obsolescence there re- 
mains unchanged. Esso stations built 
14 years ago are now all being mod- 
ernized. 

Gulf’s stations on the pike are only 
three years old. Pure points out that 
these stations, “having benefitted by 
Esso pioneering, show a marked su- 
periority and still serve their purpose 
well. However, the first signs of ob- 
solescence cannot be denied and Gulf 


it} 
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ing and pump islands are not convenient to each other, and 
farthest pump island is 225 ft. from the station 
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ISERVICE 
|) BAYS 


WORK SPACE 





WAREHOUSE 











STATION BUILDING proposed for Pure’s truck service station would contain all 
the facilities need to make truckers comfortable and at the same time provide all 
the necessary services which other turnpikes have neglected 
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can ict STATION OPERATORS’ 
° Want An 

85% Boost in Gross Profits ? 
And a 39% Increase in Total 


Grease Jobs? 


INLUCITE 21 


lithium-base multi-purpose grease 





A No wonder profits jump when one lithium-base, multi- 
purpose grease replaces 4 ordinary greases—and does a 
better job in the bargain! Field studies by a major oil com- 
pany show substantial savings in man hours, inventory and 
product cost—and more grease jobs completed in the bargain! 





Company after company reports the same profitable 
experience. They have quit cluttering up their inventory with 
cup, water pump, chassis, wheel bearing, universal joint and 
other single-use lubricants. 


They are finding that INLUCITE 21, International’s 
amazing “one grease—one gun” lubricant, saves time and 
speeds service . . . saves inventory and eliminates mistakes 
. +. saves cost and builds greater customer satisfaction. 


Write for full details on INTERNATIONAL LUBRICANT 


this unexcelled  lithium- 


base multi-purpose grease, C 0 R P 0 & AT 10 N 


made under our exclusive a 
patents. New Orleans, Louisiana 


MANUFACTURERS OF QUALITY LUBRICANTS 
AVIATION e@ INDUSTRIAL @ AUTOMOTIVE e MARINE 


——____~ With Research Comes Quality e With Quality Comes Leadership 
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now contemplates appropriate cor- 
rections.” 

Mr. Peterson says any departure 
by Esso and Gulf from accepted serv- 
ice station principles must be assumed 
to be specifications set up by the Penn- 
sylvania Turnpike Authority. 

In New Jersey, turnpike stations 
were the product of state-employed 
architects and not Cities Service. After 
only a year of operation, these stations 
are being improved, roadways ar- 
ranged, parking areas changed, island 
installations improved, and additions 
made to buildings. All this indicates 
the possibility of a new high rate of 
obsolescence, Pure contends. 


Service Area Planning—The com- 
pany asserts arrangements of driveways 
and pump islands take preference in 
layout planning. They must be de- 
signed to avoid confusion, eliminate 
bottlenecks, provide for peak loads, 
withstand tremendous abuse, provide 
an effortless journey from the highway 
to pumps, to parking, to service and 
back to the highway. 

Pure reports turnpike experience 
demonstrates the need for island shel- 
ters to protect attendants. Shelters are 
now being installed on all Gulf stations 
on the turnpike and Cities Service has 
plans for them on the drawing board. 

Mr. Peterson adds: 

“More efficient gasoline dispensing 
units, less costly underground pump- 
ing installations, improved island and 
yard illumination, now perfected, 
should be given consideration in Ohio 
since these may force into discard such 


equipment now in use at some existing 
turnpike stations.” 

Building Location — The company 
says that since the service station por- 
tion of the building must be convenient 
to all islands, its location becomes 
fixed in the building design and should 
not be considered as a stepchild, “as 
has been the case in some service cen- 
ters now in operation.” 

Currently the oil industry builds 
‘95% of its service stations with two 
bays for servicing cars. Three types of 
stations constructed on the New Jersey 
turnpike contain: no bays for the 
smallest, one for the medium-size 
building and three for the largest. “It 
can be anticipated that structural 
changes now being made, with more 
to come, will culminate with standard 
service station requirements,” Pure 
states. 

Display — Station display windows 
are not unlike other stores in their 
effect on the cash register, Pure says. 
This feature has been noticeably ne- 
glected on all turnpike stations cov- 
ered in the survey. 


Warehousing—Because of the large 
volume of business at a turnpike sta- 
tion, storage facilities approaching 
warehouse proportions become neces- 
sary. Mr. Peterson says in many sta- 
tions the warehouse was located in the 
basement and heavy truck tires were 
carried up and down a flight of stairs. 
Later conveyors were installed to han- 
dle merchandise to and from the base- 
ment. 

Equipment—In each New Jersey 





Pure Oil, in submitting its rec- 
ommendations to the Ohio Turn- 
pike Commission, said: 

“During our study of existing 
turnpike operations we were in- 
formed that suggestions have 
been made for service areas to 
be located in the center of the 
highway, on a widened media 
strip, and also for the Indian 
village type of operation; these 
being a different principle than 
those now in use in Pennsylvania 
and New Jersey. However, hav- 
ing seen an Ohio architectural 
design that closely resembles the 
installations in New Jersey, and, 
assuming these to be uppermost 
in your consideration, our re- 
marks are directed at that type 
of operation.” 

Summed up, Pure’s recom- 





What Pure Oil Co. 
Turnpike Stations 


Recommends for 


mendations to the commission 
urged: 

1. That the commission build 
the various service outlets based 
on industry’s experience, recom- 
mendations and teamwork. 

2. That they be of a non- 
monopolistic nature. 

3. That both passenger car 
and truck stations be installed 
as separate units and that four 
truck stations be built. 

4. That each station, whether 
passenger car or truck type, be 
a complete one-stop service fa- 
cility, in one building and under 
one roof. 

5. That these facilities be 
leased out by the commission for 
five-year periods based on good 
service to the user. 
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Turnpike station a $6,000 system of 
mechanical storage tank gauging was 
installed by the state. Pure reports the 
gauge is said to be unreliable. 


Truck Stops 


The servicing of trucks has long 
been recognized by the oil industry as 
a facility that should be divorced from 
the passenger car type of station. Pure 
recommends these points: 

—Parking areas must be larger. 

—Service bays must be longer and 
higher, using pits instead of hoists. 

—Fuel requirements and gasoline 
dispensing systems are different. 

—tTruckers like showers and bunks. 


Survey Findings—Station operators 
along both turnpikes were unanimous 
in their recommendation for truck sep- 
aration, the company reports. Mr. 
Sanner says: 

“We didn’t find a single person, 
from top executives to service station 
attendants, who didn’t agree on the 
complete separation of truck facilities 
from passenger car servicing .. . 

“We found some pretty horrible 
conditions in the various service sta- 
tions, due to lack of consideration for 
the truck driver. We found truck 
drivers do not like to stop at any of 
the present turnpike stations and they 
do not like to eat in any of the present 
restaurants. And these are the reasons 
why the Jersey Turnpike is getting 
very little truck business and that the 
trucks are not buying services or mer- 
chandise on the Pennsylvania Turn- 
pike...” 

Mr. Sanner said if proper facilities 
are provided, Ohio will lure truck 
traffic from other turnpikes. 

Separate truck services must be pro- 
vided on a realistic basis, Pure con- 
tends. This calls for modern truckers’ 
lodges and accommodations — good 
sleeping accommodations, a truckers’ 
restaurant, showers and toilet facilities. 
In addition, the trucker must be given 
a realistic price on motor fuels. The 
standard discount to truckers is 2¢ off 
the regular posted station price. 


Truck Stop Cost—Mr. Sanner says 
separate truck stop stations will not 
cost a “lot of additional” money. If the 
cost of providing truck service is re- 
moved from the 16 already recom- 
mended stations (on the Ohio pike), 
then these stations can be built at 
greatly reduced costs. The 16 stations 
won't need heavy, reinforced concrete 
to handle passenger car traffic. There 
will be no need for additional egress 
and ingress for trucks, and no need 
for additional parking. 
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prelude to 
a partnership 


When a petroleum refiner decides to do busi- 
ness with Universal, he immediately becomes 
something more than just a customer. He 
actually enters a partnership with an organi- 


zation whose interests are parallel to his own. 


Universal’s objectives are basically the same 
as the petroleum refiners’ . . . to provide 
continuing improvement of products from 


petroleum through constant advancement in 
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refining methods and techniques. Universal 
endeavors to accomplish these objectives in a 
manner that will result in the greatest eco- 


nomic advantage to the petroleum refiner. 


As originators and developers of many of the 


most successful refining processes, Universal 


has only a single purpose to pursue—the 


progress of its customers—progress based 


upon the intelligent understanding of proc- 
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essing requirements and sound interpreta- 
tions that provide effective solutions to the 


industry’s most complex problems. 


The petroleum refiner’s interests are our in- 
terests—his success, our success. We like to 
think about him as our partner—not just a 
customer. Unusual as it sounds—Prelude To 
A Partnership—does have a significant 


meaning in our business. 


era, 
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Station Permits Continue Gain Smee on 
The Middle Atlantic area took the 


Dollar valuation of service station construction permits issued lead . tine — ag olig~ neds 
during July topped the previous July’s total by 38% and the June, ~~ Beane en rere ry 310 —- aoe 
1953, total by 3%, although 65 more permits were issued in June. an Eg sgl comprising mest 

Jersey, New York and Pennsylvania. 

Total valuation of July building and permits issued in June of this The West North Central area (Iowa, 

permits was $6,853,000. July, 1952, year were valued at $6,653,000. Kansas, Minnesota, Missouri, Nebras- 

permits were valued at $4,953,000 A total of 417 permits were issued ka, North and South Dakota) was next 

with 68 permits issued totaling $1,- 

Station Construction Permits Authorized for July 245,000. se a 

(Valuations in thousands of dollars) Bureau of Labor Statistics estimates 

the permit valuation figures through 

Regien and State ORES yl ae Bi «ge checks with city and town officials. 

1983 1983 a. 1953 1953 1982 Figures include construction within 

Total 482 373 $6,853 $6,653 $4,953 urban places—all incorporated places 

. : 7 of 2,500 population or more in 1940 

By nn ae < = ve —plus a few unincorporated civil 
Maine 1 10 15 + divisions. 

eae —awered 2 148 272 ar Volume of building actually started 

tle nr . during each month is not represented. 

an a ? . No adjustment has been made for 

Middle Atlantic 862 lapsed building permits, nor for the 

New Jersey 125 14 lag between issuance of a permit and 


New York 408 144 actual start of construction. 
Pennsylvania 329 


East North Central 1,440 1,004 
Illinois 486 289 


Indiana 196 198 io tain in brief 


Michigan 332 213 


Ohio 7 

Wisconsin a a Cleanliness Campaign — Esso 
West North Central 1.036 Standard Oil Co. is using a mailing 

lowa 135 179 piece to urge its dealers to keep their 

Kansas _.. 40 210 service stations clean ‘“Round-the- 

Minnesota 215 294 clock.” 

Missouri 407 ve “Te? 

Sttheesien 171 90 Entitled, “It’s Worth a Second 

North Dakota 44 36 Look!” it tells dealers they will be 

South Dakota 24 35 “twice as important” in their custom- 
South Atlantic 845 464 ers’ eyes if they keep their driveway 

Delaware + + : 

. and grounds, pump islands, restrooms, 

Washington, D. C. 65 20 

Florida 243 171 lube and wash bays and salesroom 

Georgia 120 57 continually clean. “Why not make it 

Maryland 24 15 a point to check (your station) fre- 

ete 9 } ee rae quently and keep it clean-round-the- 

Virginia 68 clock?” says Esso. “You'll please old 

West Virginia t 72 customers . . . you'll bring in new cus- 


East South Central tomers . . . and you'll build up your 


Alabama 140 business!” 
Kentucky 32 


Mississippi 41 Station Sales Climb—Total sales of 
Tennessee fe all products at service stations and 
West South Central 906 garages reached $979 million in Au- 
Arkansas gust, as compared with $971 million 
corm 2 in July and $915 million in August, 
Texas 1952, according to the Census Bureau. 
Monntain For the first eight months of 1953 
Arizona 14 sales were $6.9 billion as against $6.5 
= 72 billion for the same period last year. 
9 Totals include garages that “derive the 

+ larger part of their receipts” from the 


Montana 

Nevada 
60 sales of gasoline and motor oil. 
90 


New Mexico 

a a N. Africa Service Stations—The 
first chain of service stations selling 

396 Anglo-Iranian’s BP brand products 

56 has been opened in Algeria and Mo- 
rocco. Stations have been opened in 
Algiers, Oran and Casablanca. More 
are being built in other towns. 


— 
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*This custom made 1500 galion 
Model 500-A is a combination 
fuel oil-gesoline unit. Tank and 
flashing level with COE. 


For further information, write 
Progress Department M. 


Progress custom made truck and trailer tanks are always 
precision balanced to give efficient and profitable operation with 
maximum fuel loads. Skilled in the fabrication of banded or 
smoothskin tanks, the engineers and craftsmen at Progress plan 
your tank to meet your specifications. 


Available in any capacity and number of compartments, the 
People of Progress continually strive to be of outstanding service 
to the industry. When considering another custom 

made tank, call Progress first! 


MANUFACTURING COMPANY, INC. 
ARTHUR-+ILLINOIS 
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PROMOTION 


@ SERVICEMAN 


THE 
Pane!) ee 
Radio Commentator Thanks Dealers for Backing Him Up’ 
Giant Refinery at Barber, W. 1, Produces 
Over 50,000 Barrels of Prodoct Each Dey 


it gemma ee age 








tee MO corns tastes 
Compacts fom Mame © 


lorred ta the new customers wh were going i Celsc 
athens int the Phitdelphia ures on the strength of his nidic 
ordecwervents of Valen prodheets 








EMPLOYE PUBLICATION prepared by the agency for Kirschner 


dealers and prospective customers 


4G+/ OCTHWE 


kAD/0/ 


CALSO gascline bought « pertcipanon mm WPEN's 
Seeve Allison Show. heard every day of the year trom 
1:15 PM und 2:00 AM. Ths was the only addiion to 


Calso's local promonyn in two years. 


RESULTS 


¢ Fist 6 weeks of spomorshup — + morked 
ncecase in Cabo Servwe Seaton sales! 

© The 40 Calso Service Stanons report 

DUO eu Customers per week 

© These new cossomers soll 

Cals seanon operasocs thas WPEN + 


Seeve Athseon « setting chem on Catso’ 


Fos more result-advernsing 
eulcage Owl of your promonon 
dollar change-over to the 
bnyh tame sabes statvon! 


Your hest chanktul ell peove 


WPEN 


950 on your dict 


THE RESULT STATION 


REPRESENTED WATIGHALAT OY GILL-PERMA, HC. KEW TORE ~ LOS AWOTtTS + Sam Feamerste + CmItAee 


TIE-IN AD published by Radio Station WPEN helps boost sales 


Publicity Boosts Profits for Oil Jobber 


aa 


af} 4 


t 
bien 


SALES MEETING of Kirschner dealers is held at local radio station. Steve Allison, radio 
commentator, urges them to back up radio advertising at their service stations 


38 


Kirschner Brothers, California 
Oil Co. distributors in metro- 
politan Philadelphia, boosted 
sales at their 31 service station 
outlets “6 to 8 per cent” through 
a planned public relations pro- 
gram. 


The three brothers—Isadore, Jacob 
and Benjamin—enlisted the services 
of a local advertising agency (Loh- 
meyer, Adleman & Montgomery, Inc.) 
to do the job. 

The agency made two recommen- 
dations. All publicity should be peg- 
ged on the principals of the organiza- 
tion—the three brothers, it said. This 
is in line with the theory that it is 
easier to sell a personality than a 
product. 

The second recommendation was 
that advertising expenditures, how- 
ever modest, center around a single 
radio personality with a strong local 
appeal. This personality could be used 
as a pivot for additional promotion. 
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PENNSYLVAN 


al y-\aG Plus 
FAVY DUT 


with the Veedol High-Detergency 


“Film of Protection” 


on’T let your customers waste the 

horsepower built into their mod- 

ern engines! Now they can seal in all 

the power their cars can deliver . . . 

with the famous VEEDOL High- 
Detergency “Film of Protection!” 


Made from 100% Pennsylvania crude 
oil, new VEEDOL High-Detergency 
motor oil resists blowby —seals in 
horsepower. The detergent properties 
of this great lubricant hold contami- 
nants in suspension . . . your engine 
drains cleaner. And a protective anti- 
corrosion film is formed on metal sur- 


faces to fight acid “engine sweat.” 

To “tell the world” this amazing 
horsepower story, Tide Water Asso- 
ciated is publishing a long-range 
advertising campaign in Look, 
Collier's, Saturday Evening Post, and 
Life magazines. 

Watch for these ads. We think 
they'll make you want to try VEEDOL 
High-Detergency motor oil in your 
own car—and then add it to your line, 
so that you and your customers won't 
waste any of the horsepower built 
into powerful modern engines. 


TIDE WATER 
= ASSOCIATED 
Ol1L COMPANY 
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PROMOTION 


Steve Allison, Philadelphia radio com- 
mentator, was chosen. 

What They Did—The campaign 
was set up this way: 

—lIsadore Kirschner appeared on 
local radio programs, in one case as 
a member of a panei discussing ad- 
vertising. 

—Feature stories were written for 
local newspapers and magazines about 
Kirschner Brothers and the firm’s role 
in the community. News items about 
their dealers made the pages, too. 

—Spot ads are read on a nightly 





radio show. 

—An employe newspaper is dis- 
tributed also to prospective custom- 
ers. 

—A “Calso Sweepstakes” give- 
away program helped boost fuel oil 
sales. Tickets were handed to motor- 
ists entering Calso stations. The name 
and address of each contestant was 
taken by the dealer and placed on 
file as a potential fuel oil purchaser. 

—Direct mail advertising, consist- 
ing of a return-address postcard with 
a penny attached, was sent out. The 





NOW! wars to 


DELIVERY COSTS 


STOP 
MERCHANDISE 
DAMAGE 


SPEED UP 
LOADING 


Does All Operations — OPEN, 
CLOSE—LIFT, LOWER with only 
ONE CYLINDER 


A powerful freight elevator on the back of 
your truck that lifts or lowers Any kind of load 
Faster in perfect safety to operator and mer- 
chandise. Now Anthony Lift Gates do Ail 
operations faster by eliminating extra time- 
consuming operations. Uses only ONE cylia- 
der and ONE control lever. 

New Brochure shows HOW 

—you cam cut your trucking 

costs up to 50%. Send for 

your copy today—no obliga- 

tion. 


ANTHONY 
COMPANY 
STREATOR, ILL. © DEPT, 10E 


Patd. & Pats. Pend, 
U.S. and Foreign 


sb 


UNLOAD 
FASTER 


CUT STANDING 
TIME 


ANTHONY me ae TO MAKE TIME PAY 


LIFT 2 GATES 
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penny helped point up the savings 
to be realized by persons taking ad- 
vantage of reduced summer fuel rates. 

—Letters were sent to civic, social 
and church groups inviting them to 
act as sales agents for the Kirschners 
on a commission basis. 


Easier Selling—‘It is difficult to 
estimate just how much of the in- 
crease in sales is a result of the pub- 
lic relations program,” said Isadore 
Kirschner. “But from letters I’ve re- 
ceived and comments from our sta- 
tion men, I do know that it has made 
the job of selling a lot easier.” 

Kirschner Brothers began distribut- 
ing Calso products in 1950. Isadore 
handles the company’s advertising and 
sales promotion, Jacob the office man- 
agement, and Benjamin has charge 
of dealer relations. 

They have one 4,800-gal. and two 
3,500-gal. tank trucks and one TBA 
supply truck. Besides Calso products, 
they handle Goodyear and Armstrong 
tires, Prest-o-lite batteries, Prestone 
antifreeze, tire chains, DuPont prod- 
ucts and Auto-lite spark plugs. 

Calso products are obtained via 
barge from California Oil’s refinery 
at Barber, N. J. 


... in brief 


Premium Plan—Regal Service Sta- 
tions, a chain of private-brand stations 
operating in northern California, has 
incorporated a merchandise premium 
plan to boost gasoline volume. Cus- 
tomers are given punch-tickets which 
record the number of gallons of gaso- 
line purchased, up to 50 gal. Each gal- 
lon is worth a point. A catalog lists 
60 items, and the number of points 
needed to obtain them, from a dust 
pan at 27 points to an electric blanket 
for 5,342 points. Regal calls it the 
“S/S Premium Plan.” 


Fall Promotion— Richfield Oil Corp. 
of New York is using a point-of-sale 
display and promotion campaign at its 
dealer stations to tie in with its ex- 
tensive fall-winter newspaper cam- 
paign. It’s a follow-up on the spring- 
summer campaign promoting Rich- 
field Ethyl “101 Plus” gasoline and 
Richlube Super HD motor oil. Dis- 
plays include window posters, banners, 
pump arrows and decals. A free, 40- 
page 1953 football schedule and infor- 
mation guide is used for dealer promo- 
tion. Ads feature the gasoline’s “high 
road-octane performance.” The winter 
theme will stress quick-starting bene- 
fits, while the oil ads will continue to 
stress “Longer Wear Without Repair.” 
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Because Hercules Powder Company knows the 
value of product and trade mark identification, 

they use Rheemcote Poster Drums to ship Paracol** 
Wax Emulsion. These sturdy top-quality steel 
drums make it easy for shippers and handlers to 
locate Paracol on piers and loading platforms and 

in warehouses. And they continually advertise the 
Hercules name in ports all over the world! 

Rheemcote containers can be lithographed in 
any number of colors, any design, including 
halftones. The high-gloss finish is tough, 
long-lasting. When necessary, interiors can be 
roller-coated with special protective lacquers. 

If your product 1s shipped in steel containers, 
let Rheem show you the way to added prestige and 
profit... with Rheemcote Poster Drums. 

Write for free colorful booklet on this powerful 
new advertising medium. Rheem Manufacturing 
Company, 4361 Firestone Boulevard, 

South Gate, California. 
**®*®REG. U.S. PAT. OF F. by Hercules Powder Company 
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ual RHEEM MANUFACTURING COMPANY ~- Manufacturing Plants in 22 Cities Around the World 


CALIFORNIA: DOWNEY, NEWARK, RICHMOND, SAN PABLO, SOUTH GATE ° ILLINOIS: CHICAGO °« LOUISIANA: NEW ORLEANS . MARYLAND: 

SPARROWS POINT © NEW JERSEY: BURLINGTON, LINDEN ©* TEXAS: HOUSTON © FOREIGN PLANTS — ARGENTINA: BUENOS AIRES © AUSTRALIA: 

BRISBANE, FREMANTLE, MELBOURNE, SYONEY . BRAZIL: RIO DE JANEIRO ° CANADA: HAMILTON . ITALY: MILAN bad PERU: LIMA 
SINGAPORE © UNITED KINGDOM: BRISTOL. 





4 Powerful Reasons Why 


CHEVROLET ‘isscx’ TRUCKS 


work harder. . . work longer 


. - e work for less! 


MORE POWER AT LOWER COST! You can look forward to sizeable 
savings on gasoline with Chevrolet trucks on the job. In heavy- 
duty models, the advanced Loadmaster engine with new high- 
compression ratio of 7.1 to 1 delivers more power than ever— 
and does it on less fuel! In light- and medium-duty models, 
Chevrolet's Thriftmaster engine combines top-notch performance, 
with rock-bottom operating cost. 


TAILORED TO YOUR JOB! Of course you want a truck that fits the 
requirements of your particular job. And you get just that when you 
buy a Chevrolet truck! You get the right power . . . the right chassis 
units from tires to transmission. Chevrolet trucks are factory- 
matched to do your work at lowest cost! 


RUGGED AND RELIABLE! These great 1953 Chevrolet Advance- 
Design trucks are built stronger to stay on your job longer! Frames, 
for example, are sturdier and more rigid. And you'll find extra 
strength in other vital places, too. The result is a truck that gives 
you extra miles and months of low-maintenance operation. 


LOWEST PRICED LINE! You start saving money the moment you 
buy a Chevrolet truck. For, in addition to all its other advantages, 
Chevrolet is America’s lowest priced truck line! Why not start saving 
now! Your Chevrolet Dealer will be happy to give you all the facts. 
. . » Chevrolet Division of General Motors, Detroit 2, Michigan. 





CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster—to 
give you greater power per gallon, lower 
cost per load, POWER-JET CARBURETOR— 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH — for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION—for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES —on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTIPANES —for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING—for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 


Econo 
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CREDIT 


SIMPLICITY of Sohio’s pocket-size 
credit form reduces paper work, speeds 
operations. 


New Sohio Invoice 


Speeds Credit Sales 


Standard Oil Co. of Ohio has in- 
creased the efficiency of credit card 
operations with its new Credit Sales 
Form 0154 and credit card designed 
to make the job of writing up credit 
sales quicker and easier. 


First step in Sohio’s credit sales 
modernization plan was the intro- 
duction of the new sales form. Small 
enough to be carried in a shirt pocket, 
it helps the dealer by eliminating the 
necessity of returning to the office 
each time to fill out the credit form. 


Second step was streamlining the 
information space on the new form. 
The credit customer’s address is elimi- 
nated. He will be known only by his 
name and card number in the ac- 
counting office. 

Further simplifying the paper work 
is the form’s two-part structure—a 
stiff-paper original (IBM machine 
card) and one carbon customer copy. 
The original goes to the accounting 
office while the customer gets the 
carbon at the time of sale. 


The office card copy is microfilmed 
and returned to the customer with 
his statement. This does away with 
the need for a third copy. Also, since 
the office record is kept on film, the 
second carbon copy is no longer 
needed. 


Dealers are urged to be sure to 
copy the customer’s credit card num- 
ber correctly on the form, show the 
car license number and get the cus- 
tomer’s signature. 

Customers may carry books with 
them, but they can use the book in 
Ohio only. If the customer has his 
own book, dealers remove the card 
copy and leave the carbon copy. 


Your own sales message in big 


Ll eter-Banners 
DIAIYS 
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You write your own sales message. We'll spell 
itout with these big (13” x 19”) sturdy cloth letters, 
sew them on 60-ft. lengths of sisal rope . . . and 
deliver to you ready to put up. Letters are white on per character 
red or blue background, They wave in the breeze; Thiele one 
can be read hundreds of feet away. May be used over ef benner: $4.00 
and over. Thousands in use. Send us your own 
message today. 














FREE! Send for catalog of Pratt's outdoor display meteria!l. 






































WF DISITIEIRECION 


201 PRINTCRAFT BUILDING, INDIANAPOLIS 4, INDIANA 











HAMPIONS 


EXTRA FEATURES 


Exclusive aero-dynamic 
features that mean... 


© LONGER LIFE 
© MAXIMUM PRESSURE 
© MINIMUM RUNNING COSTS 


The air compressor is a mighty important 
ynit in any service station. Many vital 
customer services depend on it. So, 
exactly the right compressor for the sta- 
tion's particular requirements should be 
selected. Your new compressor must 
ive you endurance p/us dependable per- 
ormance plus economy. These neces- 
sary qualities are determined only by the 
materials, workmanship and practical 
design of the compressor—not by any 
one single feature. That's why we ask 
that you check and compare the Extra 
CHAMPION Features before you make 
your choice. Check point-by-point and 
you can't help but pick—the ‘‘Champ"’ of 
Compressors—a CHAMPION. 


54 MONEY-SAVING MODELS 
Age di? S agng Barto station need 
h.p. te 10 h.p.- stationary or portable 
horizontal or upright 
Write TODAY for your 
FREE copy of the New 
Champion Catalog. 


AIR COMPRESSORS 


CHAMPION PHEUMATIC MACHINERY COMPANY, 846 NO. PLEASANT, PRINCETON, ILLINOIS 
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New Wheaton 


INTERCHANGE 
ra 


A COMPLETE ASSEMBLY WITH 
VAULT AND COVER OPTIONAL 


The Wheaton Manifold assembly includes 
all parts necessary to complete the instal- 
lation. Vault and cover, with inner and 
outer shell to allow for settlement, are 
supplied on order so that contractors may 
complete the work without delay. Call or 
write for complete information . 
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CREDIT 


New York Oil Jobbers 


Discuss Collections 


Slowing up of farm collections has 
certain New York State jobbers using 
a variety of customer incentives to 
keep accounts receivable in line. 

Several jobbers are charging their 
customers from 0.5¢ to 2¢ extra per 
gal., notably on gasoline, if they don’t 
pay on delivery. 

Others are giving a 1¢ discount 
for payment within 10 days of de- 
livery, while at least one distributor 
allows a 2% discount. 

Another satisfies himself with 1% 
less to get cash on delivery, but keeps 
it “in the family” by paying the 1% 
to his drivers as collection com- 
mission. 

These practices were cited at the 
fall meeting of the Empire State Pe- 
troleum Assn. at Elmira, N. Y., Oct. 
5 and 6. 


Charges Premium—President of the : 
group, Elbert Townsend, Townsend for bulk plants 
Oil Co., LeRoy, said his method of 
putting a 0.5¢ premium on deferred 
payment for gasoline hasn’t lost him 
any business, even though his com- 
petitors haven’t copied him. 

Another distributor was described 
as charging a 1¢ deferred payment 
premium if accounts are paid before 
30 days have elapsed, and charging 
2¢ thereafter. 

Discounts — L. W. Van Zandt, 
Rockland Fuel Oil Co., Pearl River, 
said a 1¢ discount for payment within 
10 days of delivery has improved his 
collections so much that he no longer 
has to borrow from the bank to carry 
accounts receivable. 


Driver Collection—Criticism of the 
driver collection commission system 
as delaying expensive equipment and 
increasing labor cost was met with the 
arguments that the driver has to stay 
long enough on a delivery to make 
out an invoice anyway; while he’s col- 
lecting he can “cement relations” with 
the customer, and has an opportunity 
to do more selling. 

Business Outlook—In a general re- 
view of business conditions, Donald 
P. Love, Mid-Hudson Oil Co., Pough- 
keepsie, N. Y., pointed out that eco- 
nomic forecasters see “some deflation 
in prospect.” He suggested that the 
times are such that: 

“It’s not so much what you do on 
sales as what you do on collections.” 

A survey of key business units in 


RIDG 
Poughkeepsie, he recounted, showed M ARI OW PUMPS EW OSe ~. 
their collections are about as good : West Chicago. | 
ther factories France i England Distrib 


as they were last year. 
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For Hose Value See Y 





When you need hose you can always count 
on your Hewitt-Robins Distributor to sat- 
isfy your requirements with the finest qual- 
ity hose that money can buy . . . Hewitt- 
Robins hose. 


Your Hewitt-Robins Distributor is ready 
te. provide prompt delivery of any of the 
complete line of quality Hewitt-Robins 
hose that is specially designed to assure 
long life and superior performance in the AIR TOWER HOSE 
petroleum marketing and distribution fields. te . te 
Whether you operate a service station, SS 
marine terminal, bulk plant or delivery 
truck fleet remember to call your Hewitt- 


Robins Distributor first. TANK TRUCK HOSE 


HEWITT-ROBINS| 


EXECUTIVE OFFICES, STAMFORD, CONNECTICUT 
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Hewitt-Robins Distributor 





INCORPORATED 


DOMESTIC DIVISIONS: Hewitt Rubber + Robins Conveyors + Robins Engineers - 
FOREIGN SUBSIDIARIES: Hewitt-Robins (Canada) Ltd., Montreal + Hewitf-Robins RCscaiy 
Poris, France + Robins Conveyors (S. A.) Ltd., Johannesburg - EXPORT DEPARTMENT: New York City. 
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For prompt delivery, greater 
economy and reliability, buy 
from your local Hewitt-Robins 
Rubber Distributor. You will 
find him listed in your local 
telephone directory under one 
of these classifications: Rub- 
ber products-mechanical; 
Rubber goods-mechanical; 
Belting-mechanical; Hose & 
Tubing-rubber. 


OS&D 

TANK CAR 
BARGE-LOADING 
TANK TRUCK 
GAS CURB PUMP 
WATER 

AIR TOWER 


FUEL OIL 
& DISTILLATE 


LP GAS 

FIRE HOSE 

SERVALL* 

CAR WASH HOSE 
TANK DRAINAGE HOSE 
PACKAGE BELTING 


MOLDED RUBBER 
PRODUCTS 


If a Hewitt-Robins Rubber 
Distributor is not located near 
you, write direct to Hewitt- 
Robins Incorporated, 666 
Glenbrook Road, Stamford, 
Connecticut. 





TIRES—BATTERIES—ACCESSORIES 


Winter Breakdowns Can Be Cut 


The fact that the American 
Automobile Assn.. forecasts 22,- 
258,000 automobile breakdowns 
this winter — 1,000,000 more 
than last winter—is proof of the 
many service station opportuni- 
ties for TBA sales and service. 


The AAA forecast is based on re- 
ports received throughout the year 
from garages and service stations, and 
is projected to include all cars in the 
United States. 

The biggest classifications of road 
trouble—tires and batteries—are wide 
open to preventive action through 
TBA sales. Wear and approaching 
failure can be detected during the 
many visits these cars will make to 
service stations for gasoline. 

In addition to tires and batteries, 
other types of winter failures selected 
from the AAA list, suggest neglected 
TBA chances: 


1953-54 

(Forecast) 
5,500,000 

5,420,000 

2,516,000 

1,511,000 

$62,000 

267,000 

246,000 

“Before the day is over, 30,000 
motorists will call for battery service,” 
a recent AAA bulletin to garages and 
service stations says, by way of em- 
phasizing one common source of 
winter trouble calls. 

The statement is attributed by R. L. 
Sommerville, of Exide. Writing as 
president of Association of American 
Battery Manufacturers, he speaks a 
word for more adequate battery serv- 
ice, which oil marketers could pass on 
to their dealers. 

Battery Checking — Most service 
station men, the bulletin says, still 
have the notion that they have 
“checked” the battery when they un- 
screw the vent caps, peek into the 
cells, and put in some water where the 
level is down. That’s a good system 
for the radiator, and for the oil in the 
crankcase. But, as the bulletin points 
out, “The motorist may have a battery 
that is full of water but almost empty 
electrically.” 

One reason battery service is se- 
lected special attention is because 

usually gives advance warn- 
several kinds of trouble besides 
of battery life. Worn spark 

ion or battery cables, 


1952-53 


burned contact points, faulty genera- 
tors or starter motors, a bad voltage 
regulator, poor carburetor adjustment, 
or even a failing fuel pump can cause 
a run-down battery. 

In addition to filling the battery 
with water, the service station opera- 
tor can sell a lot more batteries if he 
also will do these things: 

1. Look at the code date stamped 
on one of the cell connectors for the 
approximate age of the battery. Many 
owners will automatically replace an 
18 to 24-month old battery, rather 
than have starting troubles. 

2. Test the cells with an accurate 
hydrometer or voltmeter, making it a 
point to show the owner the state of 
charge. If the battery is below the 
half-charge point, look for trouble in 
the voltage regulator or elsewhere in 
the electrical system. 

3. Clean and tighten the cable con- 
nections and hold-downs, while noting 
if the cables are in good condition. 


Other Sales—By these methods deal- 
ers can detect the great bulk of im- 
pending battery failures. At the same 
time, looking for the cause of a low 
charge can uncover bad plugs or 
cables, which in some cases are the 
causes of ignition or starter break- 
downs. 

While some of the other emergency 
calls may seem to have little relation 
to the dealer’s TBA opportunities, a 
second look suggests that tire chains 
or winter tread tires can save many 
of those million and a half motorists 
who are going to be stuck in the mud 
and snow. 

And most service stations sell a fuel 
additive to keep water and ice out of 
the lines. 

Dealers can even do something to 
prevent lighting failures. This goes 
beyond bulb replacement and includes 
checking battery cables and voltage 
regulators,. and watching for lights 
that are too bright or too dim, or 
lights that flicker. 


... in brief 


Tire Gives More Traction 


United States Rubber Co. has an- 
nounced a new U. S. Royal Road 
Grader full-traction tire without a 
center running rib. It is designed to 
give maximum traction on harder sur- 
faces. U. S. claims the tread lug angles 


give good self-cleaning action, and 
that the open-center design allows tire 
to bend and conform to ground irregu- 
larities. A feature is a heavy sidewall 
scuffing rib. 


Power Steering Hose 


The addition of power steering hose 
assemblies to the Weatherhead line is 
an indication of new products to be 
found in service station stock rooms in 
the future. Weatherhead looks for an 
ultimately big market because of the 
fast-growing popularity of power steer- 
ing and the fact that the equipment is 
in use practically all the while the car 
is in operation. 

Eleven makes of automobiles now 
have hydraulically assisted brake sys- 
tems using Weatherhead hose assem- 
blies. Weatherhead pressure and return 
lines (22 types in all) are used by 
Buick, Cadillac, Chrysler, DeSoto, 
Dodge, Hudson, Lincoln, Oldsmobile, 
Packard and Pontiac. The 1953 
Weatherhead catalog (J-103) -carries 
complete interchange information by 
manufacturers and part numbers. 


Winter Seat Comfort 


A new cold weather item is an elec- 
trically heated seat pad which plugs 
into the cigarette lighter. The manu- 
facturer, Dennison Heat-a-Seat Co., 
14-16 Johnson St., Newark, N. J., 
claims that the spring construction of 
the cushion allows plenty of ventila- 
tion and makes it a cool seat in 
summer. 
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HERE'S WHY 


This axle-to-axle check shows Ford’s the 








standout value in the 22,000-lb. G.V.W. class 
_———— 
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4 qd d 
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cerns 
Wheelbases: five or more 


ront axte: 
Capacity—7000 Ibs. or more 
































Tread—69.24 in. or wider 











Brakes: : 
Vacuum hydraulic—lining area 
485 sq. in. OF more 
Air—lining area 534 sq. in. oF more 
———————— 











Cab: 
Deluxe cab available 
Curved one-piece windshield 
Totaigiass area—2103 $q.in.ormore 
Hip roo _75 in. or more 

Seat shock snubbers 




















-8 type 
Max. forsepower—155 or more 
Horsepower per cubic i 
displacement 488 or more 





Max. torque—284 ibs. or more 





ee E—_— 
Frame: : 
Side rail de th—9 in. oF more 
inside rein orcement 
Section modulus—1 3.83 of more 











—_ 


Springs: 

Front—total capacity (at pad)— 
4500 Ibs. or more 

Rear—total capacity (at pad) 











17,400 Ibs. or more 
































Turning dlametse short wb. 
45.1 ft. or less : ” 








chroniz 
Syn 4 


ed type 
5-speed direct or overdrive available « ¢ 























Rear axte: 
Capacity—17,000 ibs. or more aidit¢ q 
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7 mile master of the Ford Truck 
eer see with the most power, yet 
priced with the lowest in its perform- 
= Be. ss! No wonder the F-800 
ree phew! the biggest seller in 
— . It’s powered by the ultra 
rei: 3 overhead-valve 155-h , 
Cargo King V-8. Handles just about 
ss a ~purpose body and pa 
pe pacity over 7% tons. N al 
verized Cab cuts fatigue “8 
creases driver efficiency. oa 
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TRUCKS | <1 «one 


FREE! MAIL THIS COUPON NOW! 


Forp Division of 
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Please send ' 

Sutin am new } without no 
Ford Econom or ti 

FULL tine [) Ly ks for "53! 
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PARCEL DELIVERY [] 
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Spot Remover on Market 


Something new in specialties is a 
spot remover put out by Cities Service 
in a brush-top container. The label 
calls it “Brush Top Spot Remover- 
Non-Explosive,” and it is branded with 
the Cities Service name and trade 
mark, along with the horizontal Cities 
Service color bands. 


New England TBA Survey 


New England Newspapers Adver- 
tising Bureau, 516 Statler Bldg., Bos- 
ton, has completed another New Eng- 
land TBA survey. Like previous 
surveys, it’s a study by towns of dealer 
distribution of 95 brands of TBA mer- 


chandise, in terms of the percentage 
of dealers carrying each brand. In- 
cluded are separately tabulated results 
of personal interviews with 599 service 
station operators. 


Signs Promote Service 


A set of new window signs being 
offered to service stations by Prest-O- 
Lite is an example of how a TBA man- 
ufacturer can make his point-of-sale 
material more useful to a dealer. The 
signs suggest seasonal services of the 
dealer other than those connected with 
batteries. In the form of football cut- 
outs the signs suggest such things as 
tire check, winter oil and grease, and 
anti-freeze. 





Mew 


low-priced 
hose reel 


operates 
Ouee 


1,500,000 
revolutions 
without 


losing a drop 


Electric driven reet for side box installation 


Self-tightening seal enables it to stand 


Auto Engine Starter 


Start-Eez Precision primer is the 
name of an engine starting device of- 
fered to service stations as a resale 
item. It is a small pressure cylinder 
of propane that injects a shot of pro- 
pane into a cold engine, when actuated 
by a pull on a dashboard control. The 
flow of propane cuts off automatically, 
even though the dash control is held 
out. 

Fuel cartridges hold enough for 100 
starts and replacement cartridges can 
be sold for about $5. The primer 
units, with fittings and dash control 
complete, are packed in a display 
carton. 

In addition to permanent mounting 
under the hood, the primer can be 
used as a portable unit by dealers who 
answer trouble calls, to start cold en- 
gines. A pull on the trigger shoots a 
metered charge of propane sprav into 
the engine air cleaner, which will re- 
main in the intake system for 30 
seconds. 

The manufacturer is Engineering 
Sales, Inc., Phoenix, Ariz. 








up under toughest, heaviest work loads 


The finest hose reel ever built for fuel oil, gasoline, com- 
ressed gases and chemicals. Will never wear out. Ex- 
austively tested. 

No leaking, no SOT after a million revolutions at 
pressure from zero to 100 lb. per sq. in. 

A new, self-tightening seal in swing joint is the secret. This 
seal is easily, quickly replaced without breaking lines. 

Features owe light weight (85 lb.); holds 100 ft. of 14” 


hose; swin — with clear, uninterrupted passages; every 


part steel, leable iron or bronze—no cast iron; rigid base, 
welded throughout; six ball bearings on every reel; all work- 
mre accessible; reel can be quickly unbolted. 

is hose reel is made in all sizes from 1” to 3”, for bucket 
or underslung box installation. Available with standard or 
explosion-proof electric motors, any voltage; air or hydraulic 
drives. We can equip them with automatic stop, level winder, 
friction, jaw, or electric clutches if desired. 


Delivery usually within one week. Write for prices and details. 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO AVENUE «+ PHILADELPHIA 34, PA. 
Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif. 
Howard Supply Co., 5125 Santa Fe Avenve, Los Angeles 11, Calif. 


New Design for Lights 


Sparks-Withington has designed a 
new accessory called Twin Jet Back- 
up Lamps. The lights are encased in 
chrome finished housings resembling 
exhaust pipes. They are packed in 
pairs in a carton that serves as a 
counter display. 


Hand-wound reel for rear 
box installation . 
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What would happen after you struck oil? 





> 


This? Anyone who’s ever owned a piece of property 
has day-dreamed about striking oil. It could happen 
—and if it did, what next? Do you go shopping for 
yachts? Not if you want to develop your well into an 
oil field by yourself. You’d have to stake your commo- 
dore’s hat and plenty more to build up a producing 
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field. It’s a tough and risky job even for Standard Oil 
Company of California. Only one wildcat well out of 
every 44 ever develops into a commercial oil field . . . 
and thecost of finding out can run into millions of dollars. 
Standard is able to do this because it is owned by more 
than 115,000 shareholders, each of whom bears part of 
the cost. Both small and large companies are essential 
to the oil business, but companies like Standard bring 
together the money, manpower and skill required to 
find and build up a big oil field. In developing one field 
Standard invested years of time and millions of dollars 
in drilling, production, construction, maintenance teams 
—and the work is still going on. Indeed, your dream- 
well could lead to a yacht... 


But first, here’s part of the bill for bringing an oil 
field into production. It’s a good example of how a big 
oil company works for you. Over the years, Standard 
has invested in more than 200 such fields to bring you 
the oil you need. Questions or comments about our Com- 
pany are welcome. Write to Standard Oil Company of 
California, P. O. Box 3495-D, San Francisco, Calif. 


STANDARD OIL COMPANY 
OF CALIFORNIA 


plans ahead to serve you better 








Pumps... lifts . .. air compressors . . . high boys 
--- hose reels . . . one quart pumps .. . and many 
other pieces of equipment are all “‘station- 
engineered” for extra service by Wayne. Each has 
been developed to do its particular job with the 
maximum service life. Each designed to work together 
for greater efficiency. Each built under the same 
rigid “quality-control” system of Wayne. 

When you build a new station, or improve your 
present one remember the importance of standard- 
izing on Wayne equipment throughout. You are 
sure of only one high quality. Only one source of 
supply when ordering. Only one responsibility to 
keep your equipment working at all times. Only one 
nationwide service with more than 250 points 
throughout the nation staffed with factory trained 
men and stocked with complete replacement parts. 

For long uninterrupted service, with no costly 
delays or replacements standardize on one through- 
out... WAYNE. 

: COMPRESSORS— 
THE WAYNE PUMP COMPANY iE 
SALISBURY, MARYLAND 


_ 











Bowser craftsmen “go on record” 
when they initial the inspection fold- 
er which backs the Bowser guaranty 
on EVERY pump. 


+++for example THE ONLY 


chassis line inspections (top, left) 
include 49 checks at five stations. p U M p S$ W | T fa 
The men here are responsible, first- 
class mechanics whose jobs depend X A C T 0 M E T E R 


on accuracy. 





ee. then 
test room inspections (center, left) 
add 32 checks at four stations. These 
tests simulate service station usage 
to assure “on the job” performance. 





eee and 
in final assembly, 27 checks (left) 
complete the 109 Bowser inspec- 
tions which precede the final ap- 
proval signed by the chief inspector 


before any Bowser Pump is released WRITE FOR 


os THE BOWSER 
RMAF p You Can Depend on Bowser Quality PUMP STORY 


BOWSER, INC., 1301 CREIGHTON AVE., FORT WAYNE 2, INDIANA 
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Franklin 6/12 Charger 


Franklin Transformer Manufactur- 
ing Co.’s new 6/12-volt fast charger- 
tester, charges either battery at fast 
or slow rates and can test any type 
of battery installation. The operator 
can test for bad cables and cable con- 
nections as well as battery conditions 
in all installations—including con- 
cealed batteries and batteries with 
covered, or sunken intercell connec- 
tors. 


Truck Tire Marketed 


Fisk’s new truck tire, the “Fisk 
Transportation,” is available in sizes 
from 6.00-16 to 11.00-24. The tire has 
a “load-molded contour,” which 
means that its shape when inflated is 


| 





the same as when the tire leaves the 
mold. The company claims that 
weather “checking,” aging and sur- 
face deterioration of sidewalls are vir- 
tually eliminated by the addition of a 
new U. S. Rubber-developed chemical. 


BUSINESS TIES 


and TIE-ins 





Adver-TIES: Your slogan, logo, 
or product, as the motif in an 
attractively patterned, HAND 
MADE, regular or bow-tie, will 
lend unified spark to your 
sales, convention, anniver- 





New Sealed Beam Lamp 


sary, or other special ac- 
tivity . 
moving display to fire 
up your personnel. 


. an effective 





A new sealed beam headlamp has 
been submitted to the American Assn. 
of Motor Vehicle Administrators for 
national acceptance, and may be on 
the market in the near future. It will 
be interchangeable with present sealed 
beam units, and will give better light 
distribution along the curb or road 
shoulder, plus greater visibility in fog 
and rain. 


Fuel System Conditioner 


Gulf has recently put some extra 
promotion behind its SDL fuel system 
conditioner, first put on the market 
last year. Dealers have been given a 
special proposition on a display rack 
for SDL and a choice of a number of 
quantity discounts and dating deals. 





lationships with pro- 
fessional colleague or favored 
customer with a Gif-TIE, subtly 
or boldly designed around a 
mutual business motif . . . of 
perhaps a regular attractive 
haberdashery pottern . ° 
pe either one duly personalized 
with your name on the label. 
The best way to say that you 
thought enough to give the 

most uniquel 








Adver-TIES or Gif-TIES . . . 
top quality in any quantity 
+ « « One unit or a million! 


Write TODAY Specify in 
terest in Gift or Adver-TIES 


AMERICAN 
NECKWEAR MFG. CO. 
oerT 
320 S. FRANKLIN ST. 
CHICAGO 6, NLLINOIS 





FIXED POSITION 





STEBERLITES 


@ Easy fo Install 

@ Uniform Lighting where you want it 

@ No Aiming Problem 

@ Large, Convenient Wiring 
Compartments 


Now you can plan service station lighting quickly, 
accurately and be sure the completed installation 
will provide exactly the light pattern shown in 
your plans! 

This new kind of Steberlite gives you a light 
pattern scientifically pre-set to flood a specific area 
with uniform, high level light. Relamping, pole 
vibrations and wind have no effect on Fixed Posi- 
tion Steberlites. When you specify these new 
Steberlites, you get the lighting you specify auto- 
matically—and eliminate the hours of labor re- 
yg to aim many individual units to do a sim- 
ilar lighting job. Special spotlighting effects can 
be obtained by mounting single or clusters of ad- 
justable Steberlites to the tapped covers of Fixed 
Position units. 

Insect Repellent mogul base lamps 
are available with Steberlite units at 
special prices. 

Write for Bulletin 120-53 containing 
complete data on all units available 
and iso-foot-candle curves that indi- 
cate the number of Steberlite units 
needed and the location of poles. 


STEBER MANUFACTURING CO. 
Dept. 88, Broadview (Maywood P.O.), Illinois 
Sold through leading wholesalers. 


@ Cast Aluminum 

@ Pole Top Mounting 

@ Spacious Wiring 
Compartment 

e@ Weatherproof 

e@ Gasketed Cover 

@ Fully Enclosed Wiring 

@ Silicone Lamp Gaskets 

© For Two to Five Mogul Base 
Lamps (300-500 watts) 

© Cover Tapped 1/.” for 
Mounting Additional 
Clusters 





/STEBER\ 
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EQUIPMENT 


VENTED FRAMELESS AWNING CANOPY around the 
sales room of this station is made of porcelain enamel on 
steel. It has been suggested that a similar canopy over islands 
at multi-pumps would help protect personnel and equipment 


these panels 


Porcelain Enamel and the Station 


A majority of new and re- 
modeled service stations are 
sporting exteriors of architec- 
tural porcelain enamel — and 
there is a good reason. The prod- 
uct is lightweight, strong and 
durable, yet economical. 


One of the advantages of porcelain 
enamel is its long-range economy and 
practicability in maintenance. A peri- 
odic washing with soap and water re- 
moves dirt and grease. Oil does not 
harm the surface. 

Since the fade-proof colors are 
baked in, repainting and refinishing 
are eliminated. 

Fireproof—Porcelain enameled steel 
is manufactured in temperatures of 
1,500 deg. F which makes it fireproof 
— an advantage when flammable 
liquids are present. 


Eye-Appeal—tThe clean appearance 
of porcelain enamel attracts motorists 
and helps them decide to drive in for 
service. At the same time, identifying 
colors and building standardization 
makes it easy for the car owner to 
locate his favorite brand. And effective 
signs also help identify a station, day 
or night. 

Color—Hundreds of color shades 
are available in architectural porcelain 
enamel, This makes possible the 
achievement of any effect desired and 
further helps to identify a company’s 
station. 

Different textures are available. 


54 


These include plain panels or those 
with a stippled texture effect. 

Remodeling—Speed and economies 
in remodeling of stations are claimed 
by porcelain enamel manufacturers. 

One of them has worked out a plan 
with a banking institution that enables 
station owners to finance the entire 
remodeling of their stations with 5% 
loans spread out over a payment 
period of three years. 

Usually remodeling can be accom- 
plished economically by retaining the 
basic building structure and adding 
the porcelain enamel exterior. And 
the job can be done quickly. In some 
cases a station has been remodeled 
completely in three weeks. 


NEW EQUIPMENT 





Truck Tire Inflater 


A new device is designed for inflat- 
ing heavy truck tires. It is a grip-type 


RESTROOMS with walls of porcelain enamel are easy to 
keep clean, and various color combinations have great eye 
appeal. Painting is eliminated when walls are covered with 


chuck which can be locked on the tire 
valve. The operator need not bend 
over the tire to hold the air hose in 
place by hand. This feature ends dan- 
ger of injury if a rim should let go. 
Barmotive Products, Inc. 


Circle No. 1 on Reply Coupon 


Battery Water 


A new demineralizer conditicns tap 
water for safe use in batteries. The 
small container at the top of the plas- 
tic bottle holds chemicals which re- 
move minerals and salts from water 
as it passes into the battery. The bot- 
tle can be refilled 200 times before the 
chemicals need to be replaced. United 
Motors Service. 


Circle No. 2 on Reply Coupon 


Absorbs Oil on Floors 


A non-flammable mineral product 
absorbs oil and grease from the floors 
of service stations and warehouses. By 
applying a one-eighth inch layer under 
grease lifts or repair areas, customers 
and employes cannot slip on the oily 
surface. After the oil has been ab- 
sorbed, the product is swept up to 
leave the floor clean. Oil-Dri Corp. 


Circle No. 3 on Reply Coupon 


LP-Gas Tank Insulation 


Propane and butane storage tanks 
above ground can be effectively in- 
sulated against fire with the use of 
a new concrete mix. When an LP-gas 
storage tank becomes overheated, 
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some of the liquid in it is converted 
to a gas which builds up an abnormal 
pressure. At the same time, the hot- 
ter the steel tank shell becomes, the 
less strength it has to withstand extra 
pressure from within. As a result it 
may rupture and explode, releasing 
the pressurized gas to ignite. The 
fireproofing material is a lightweight 
insulating concrete consisting of a 
kaolin base and a hydraulic setting 
cement binder. It is applied with a 
cement gun to a thickness of 1% in. 
on the outside of the tank, and is 
supported by steel car banding straps 
fastened against the tank casing. To 
these straps are fastened bent clips 
which, in turn, anchor the concrete 
mix and serve as a spacer for a two- 
inch galvanized steel wire mesh rein- 
forcement. For adequaie anchorage, 
the straps are located two feet apart, 
and the clips every 12 in. along the 
straps. Previous to application of the 
concrete mix, the tank shell is cov- 
ered with a corrosion-resistant paint. 
After the concrete has thoroughly 
dried, the outer layer of the insula- 
tion is sprayed with a weatherproof 
coating of a type which provides a 
good water-vapor seal. The Babcock 
and Wilcox Co. 


Circle No. 4 on Reply Coupon 


Grooved Pipe Coupling 


A new lightweight coupling saves 
time, weight, and space in joining 
grooved pipe systems where pressures 
do not exceed 500 psi. Original cost 
is about 15% less than conventional 
grooved pipe couplings, and weight 
about 40% less. The new couplings 
automatically absorb expansion and 
contraction, shock, ground motion 
and vibration. They remain leakproof 
under end pulls up to 7,500 Ib.; per- 
mit layout misalignment up to three 
degrees; and withstand temperatures 
between 200 deg. F. and minus 65 
deg. F. The couplings are available 
in two, three and four-in. sizes. Gustin- 
Bacon Manufacturing Co. 


Circle No. 5 on Reply Coupon 


Vent Valve 


A new, stainless steel, vent valve has 
positive pressure and vacuum relief. It 
is designed to relieve pressure and 
vacuum in truck tanks. A simple ball 
check and ports in the mushroom cap 
relieve excess pressure. Vacuum is re- 
lieved by admission of air through the 
side ports and vacuum valve disc. Safe- 
ty in case of fire is afforded as a baffle 
prevents increased pressure from rais- 
ing the ball, permitting free venting. 
If the tan is upset, the ball seats against 
the upper port, preventing drainage 
of the tank through the vent. Cleaning 
is quickly accomplished by the re- 
moval of two nuts. Wheaton Brass 
Works. 


Circle No. 6 on Reply Coupon 


New Combustion System 


A new radiant combustion system 
extracts the greatest possible quantity 
of heat from a given unit of oil by 
the complete and smokeless burning 


of the fuel within the firebox. Soot- 
depositing impingement of flame on 
firebox walls or boiler tubes is elimi- 
nated. The system also eliminates the 
issuance of heavy black smoke from 
industrial, powerplant, and marine 
stacks. The combustion system adapts 
conventional oil and gas burning units 
into a system whereby a special flame 
shield and the metered injection of 
primary and secondary combustion air 
produce flash combustion of the fuel 
so complete that no soot or smoke 
results. This generates a maximum 
of heat in the combustion chamber, 
with maximum pounds of steam de- 
veloped from fuel consumed. E. E. 
Huff and Co., Inc. 


Circle No. 7 on Reply Coupon 


Heavy Oil Valve 


A new series of automatic pressure 
reducing and regulating valves is de- 
signed for use on bunker “C” oil serv- 
ice, as well as other heavy oils. All 
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EQUIPMENT 


sizes are of the direct-acting, single- 
seated, spring-loaded diaphragm type, 
pressure reducing and regulating valve, 
which automatically reduces a high 
pressure and maintains the lower pres- 
sure. The valves are available in %, 
1%, %, 1, 1%, and 1% in. pipe sizes. 
A. W. Cash Valve Manufacturing 
Corp. 

Circle No. 8 on Reply Coupon 





Power Steering System 


A power steering system is adapted 
to a parallelogram type of steering 
linkage used on many cars. It does not 
require field adjustments. The steering 
equipment is available for passenger 
cars, and models are in production for 
trucks, tractors and other heavy equip- 
ment. The company makes both “in- 
tegral” and “linkage type” power 
units. Ross Gear and Tool Co. 

Circle No. 9 on Reply Coupon 


Slip-On Pipe Fittings 

Structural pipe fittings made in Eng- 
land, are being imported for use in 
the construction of permanent and 
temporary pipe structures. The devices 
eliminate threading or welding and 
also save on pipe cutting. When a 
structure is disassembled, all pipe and 
fittings can be salvaged. The fittings 


are made in 44 basic types and 400 
different patterns to fit all pipe from 
% in. to 2 in. Among the structural 
uses are guard railings, ladders and 
elevated curving pipe structures. Kee 
Klamps. 


Circle No. 10 on Reply Coupon 


Anti-Fog Tissue 


A new cleaning tissue is designed 
to prevent fogging of windshields and 
other glass surfaces. The chemically- 
treated product cleans grease and 
dirt from the glass as well as eliminat- 
ing fogging. The Carhoff Co. 


Circle No. 11 on Reply Coupon 


Safety Overshoes 


A new overshoe is designed for 
use in service stations and bulk plants 
or terminals. The squeegee action of 
the concentric suction cups on the 
soles prevents slipping. The Neoprene 
rubber resists oil, grease and chem- 
icals. Molded in one piece with no 
fabric lining, the overshoe weighs only 
nine ounces. Its elasticity allows three 
sizes to fit virtually all shoes. Tingley 
Rubber Corp. 


Circle No. 12 on Reply Coupon 
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Hand Model Lift Truck 


A new, hand model, portable lift 
truck will handle loads of 1,000 Ib. to 
a height of 53 in. It will operate in 
narrow aisles and will turn easily in 
close quarters. A combination “snap- 
on” plate permits use of the equip- 
ment as a platform truck when forks 
are not required. Foot lever operation, 
safety release pedal and wheel lock, 
permit one-man operation. Safeway 
Industrial Equipment Corp. 
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Degreaser 


A pre-mixed, ready-to-use degreaser 
is designed for use with a new pressure 
spray gun. The gun is furnished, at no 
extra charge, with the purchase of six 
five-gallon cans, or one 55-gal. drum 
of the degreasing solution. The gun 
and product are recommended for 
cleaning automotive equipment. Auto- 
motive Chemicals Division, E. F. 
Drew & Co., Inc. 
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Silent Exhaust for Trucks 


Heavy-service truck exhaust systems 
feature extra-silencing construction. 
Construction is known as “S-Thru” 
and the mufflers decrease back pres- 
sure in most cases, according to the 
manufacturer. The unit controls all 
exhaust noises known to be objection- 
able to the public and law enforce- 
ment officials. Goerlich’s. 
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ARO PUMPS for 
Volume Delivery! 


moTOR Olt 


sa fluids. Pre des § 
transfer fluids from b 


p. T- opening: “- 
ip, co 400 
pacity: 


The Aro Equipment Corp., Bryan, Ohio 


Without obligation, send bulletin giving complete details 


on the new Aro Motor Oil Supply Pump and Hi-Volume 
Transfer Pump. 


EQUIPMENT 


Also ... AIR TOOLS . .. AIRCRAFT 


i i 
1 | 
PRODUCTS ... GREASE FITTINGS ' : 
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The Buckeye PRESTITE Family 


for tight fills, fast fills, safe fills the easy way 


Recently, Buckeye introduced the PRESTITE Fill Cap, illustrated at 


right, a new and foolproof sealing principle for greatest possible speed 
NEW. and protection from leaks. Big success! 


Now equipment, making use of this principle, has been developed 

making PRESTITE quick-couplings possible on any gasoline or fuel 
oil delivery operation. 

PRESTITE connections simply twist on and lock. Perfect pro- 

tective seal between hose and fill pipe for full flow. Low-level 

vapors can’t leak out, air can’t get in, fuel can’t spill. Thread- 

less construction means safe service years longer. And the 

use of PRESTITE Quick-couplers and PRESTITE Fill 

Caps to make a tight connection actually permits unloading 

in 20% to 30% less time. All present installations can be 

adapted to this new and tested method of liquid fuel 

delivery—illustrations show how. 





1. PRESTITE Quick-coup- 
ler for tank trucks. Fits 
any Tank Truck Faucet. 
Forms perfect seal and 
is easily disconnected. 


2. Standard 3” PRESTITE Fill 
Cap instailation showing quick- 
coupling with _ 90° swivel tail 
piece elbow. Used with a 74” 
Manhole. Ideal and most effi- 
cient PRESTITE installation. 














Patent Applied for 








MAIL COUPON FOR COMPLETE DETAILS 


BUCKEYE IRON & BRASS WORKS, Dept. N, P. ©. Box 883, Dayton 1, Ohio 


Please send complete details on the new Buckeye PRESTITE family. 
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How PRESTITE works: 


The simplest demonstration of the PRESTITE 

principle is the Fill Cap shown at the left. A removable 
long-wearing “‘O”’ ring in the cap replaces the ordinary 
“thread and gasket”’ method of sealing. This ‘“‘O” ring is 
present in all forms of PRESTITE connectors shown. 

It seals easily against the outside surface of the body. 
No tools are required. A twist puts it on—a twist takes 
it off. And threadless construction guarantees safe service 
year after year. 


BUCKEYE IRON & BRASS WORKS, P. 0. box 883, Dayton '!, Ohic 


4. For present fill box installa- 
tions, PRESTITE adapters 
. w 

3. For installations with fill ney —— threaded ee cape, 3 
pipes smaller or larger than aa: Seer he of Soenaio, mt 
3”—the 3” PRESTITE one Seay os Woe ot one 
Fill Caps with threaded installation at delivery point. 

ends in 3*, 244", 3", 3%”, 


and 4” sizes are used. gE 
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ILLINOIS 








INDIANA 





Everything in Bulk Plant 
and 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


sad}7, Madison Ave. 











OFFERING THE OIL INDUSTRY THE 
FINEST IN OIL EQUIPMENT 


@ BULK PLANTS 

@ SERVICE STATIONS 

@ TRUCK TANKS 

@ ENGINEERING G SERVICE 


COFFIELD SUPPLY CO. 
1626 So. Main St. South Bend 24, Ind. 











MICHIGAN 





R. V. SEAMAN CO. 


Michigan’s largest wholesaler of 
truck tank, service station and 
bulk plant equipment. 
SAGINAW—DETROIT— 
GRAND RAPIDS 











MINNESOTA 


THERES A Gasboy PUMP 


FOR EVe RY SIZE CONSUMER ACCOUNT 


O. J. LaBREE 
119 N. 56th Ave. West 


Duluth 7, Minn. 





NEW JERSEY 





EQUIPMENT 
for the 


OIL INDUSTRY 
* 


Rebuilt 
PUMPS — METERS — REGISTERS 
& 


PARTS FOR MOST PUMPS 
* 
TEN HOEVE BROTHERS 
359 Mclean Bivd., Paterson 3, N. J. 














60 


EQUIPMENT 





White Forks on Car Lift 


The forks are being painted white 
on a portable, pneumatic end lift for 
cars. This enables the operator to 
speed up placement under the vehicle. 
A two-state control valve also enables 
the mechanic to move the forks into 
position very gradually. The lift ele- 
vates either end of a car up to 50 in. 
in 10 seconds. Bay Manufacturing Co. 
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Air-Operated Jack 


A new compressed air operated jack 
can be used on all models of cars 
and light pickup trucks, including 
those with low frame suspension. By 
applying compressed air to the jack, 
the front or rear end of a vehicle can 
be raised 30 in. from the ground 
to the bottom of bumper. The jack 
has wide sliding adjustable carriage 
arms with two parallel end brackets, 
which fit securely under the vehicle’s 
front or rear bumper without danger 
of slipping. As a safety feature, the 
operator must release the safety lock 
by hand before the jack can be low- 
ered. Supreme Equipment Corp. 
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puTING Refinished like new 
Exchanged or sold 


Prices reasonable 


SERVICE SPECIALTIES INC. 


205-15th ST JERSEY CLTY 2, NJ 


NEW YORK 








RENICK & MAHONEY, INC. 


380 Second Avenue 
New York 10, N. Y. 


Bulk Plant—Truck Tank and 
Service Station Equipment 





OHIO 








TULLER EQUIPMENT CO. 


947 W. Goodale St. Columbus 8, Ohio 
Complete Petroleum Service 


Builders of Service Stations 
and Bulk Plonts 





PENNSYLVANIA 








RUTLEDGE EQUIPMENT CO. 


334 Blvd. of Allies Pittsburgh 22, Pa. 


Rutledge Service Station Flood Lights 
GGB Equipment—Buckeye Valves 


ittings 
Granco Pumps G Meters—aAir 
Compressors 








West Penn Oil Equipment Co. 
512 Sandusky St. Cedar 1-8822 
Pittsburgh 12, Pa. 

Bulk & Service Station Equip. 

Erie Computing Pumps 
Pittsburgh Equitable Meters 
Roper & Marlow Pumps 














E. O. HABHEGGER CO. 


Fairmount Ave., at 24th St. 
PHILADLPHIA, 30 


HABHEGGER 


For The Petroleum Industry 
PLANTS 
TRUCKS—SERVICE STATIONS 
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Oil-Fired Boiler 


A packaged boiler-burner unit is 
designed for forced hot water heating 
systems. It is shipped completely pre- 
assembled with jacket, oil burner, 
combustion chamber, circulating 
pump, and all necessary controls. 
United States Radiator Corp. 
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PENNSYLVANIA 





PENNINGTON EQUIP. & SALES CO. INC. 
442 Tinsman Ave. Williamsport 39, Pa. 
Wayne Pump Compony Products 
Marlow Centrifugal G Biackmer Rotary 
Pumps — Truck Tonks — Hose — Reels 
Storage Tanks — Pittsburgh Equitable 








Meters — Gasoline G Oil Equipment 





TEXAS 





UNITED PUMP SERVICE & SUPPLY CO. 


1701 S. LAMAR DALLAS, TEXAS 


SALES & SERVICE 


BUCKEYE VALVES: COX WELLS: 
EVER-TITE: GOODRICH HOSE: 
GRANCO PUMPS: JOYCE LIFTS: 
OILCO LOADING ARMS: SMITH 
METERS: TOKHEIM PUMPS: 
WESTINGHOUSE AIR COM- 
PRESSORS. 











WEST VIRGINIA 





SMITH METERS 
H. H. TRUITT 


1403 8th Ave. 
Huntington 1, W. Va. 


Westinghouse Air Compressors 
Service Stotion or Bulk Plant Equip. 














Metal Tubes Become Flexible 


A new coupling, or union trans- 
forms metal tubes into flexible assem- 
blies at a substantial reduction in 
weight. Although designed for aircraft, 
it can be used on any transfer equip- 
ment for oil or gas. The coupling is 
80% lighter than standard connec- 


tions, it handles misalignment to % 
in., tube separation to % in., and 
allows at least four degrees tube flex- 
ure. The unit cannot blow apart be- 
cause metallic retention of tube ends 
is provided. The design allows the 
union to serve as a slip joint, or to 
function as a packing gland. The 
coupling is available in sizes from 
1 in. to 4 in. E. B. Wiggins Oil Tool 
Co., Inc. 
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Checks Noisy Equipment 


A new electronic instrument is de- 
signed for locating noise sources in 
all types of mechanical equipment. A 
meter and standard headphones com- 
bine to permit the operator to see 
and hear the location of trouble such 
as defective bearings, pistons, gears, 
etc. It is useful on automotive vehicles 
as well as on other equipment. Anco 
Instrument Division, American Name 
Plate and Manufacturing Co. 
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Radiator Checker 


A new machine tests the water flow 
rate of a motor vehicle radiator. A 
few minutes is all that is needed to 
determine whether or not a radiator 
is plugged up. To operate the machine, 
the top and bottom radiator hose is 
removed and the testing hose is con- 
nected to the radiator inlet. The elec- 
trically powered equipment is then 
turned on, adjusted, and the flow 
meter gives the answer. The machine 
has no drains or water connections 
to make the floor wet. The flow 
capacity maximum is 76 gpm., reser- 
voir capacity 70 gal. Inland Manu- 
facturing Co. 
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ACCURATE LABORATORY 
TESTS 
GASOLINE OIL 
Standard Methods Employed 
Octane Ratings by A5S.T.M. CFR Unit 


THE DETROIT TESTING 
LABORATORY, INC. 














BARRETT automatic 
Filling and Crimping Equipment 
for handling greoses and other 

viscous fluids. 

@ No operator required. 

@ 100% cir operated. 

Fills, seals, stamps and counts lug 
cover pails. Output of 15 poils per 
minute. Write for details on installo- 
tion to meet your requirements. 


BARRETT 


Wanufacturing Co. 





EQUIPMENT 


Pre-Formed Pipe Insulation 


A fine-fibered, pre-formed pipe in- 
sulation is resistant to abuse, easy 
to handle and has improved thermal 
efficiency. For use at temperatures 
from sub-zero to 450 deg. F, the new 
insulation, like the old product which 
it replaces, is available with canvas 
coverings, or vapor seal jackets for 
cold lines and with a waterproof roof- 
ing felt jacket for outdoor use. The 
thermal conductivity of the fine fiber- 
ed insulation has been improved about 
5% over that of the old product. 
Owens-Corning Fiberglas Corp. 
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LITERATURE 





Station Floodlights 


A line of island and flood lights 
for stations is described in a folder. 
Both sealed beam and “T” lights are 
illustrated and specifications given. 
Photos show how a station appears at 
night after the lights are installed. 
Rutledge Equipment Co. 
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How to Buy Paint 


A new leaflet gives scientific data 
for the buyer of paint on which to 
consider when deciding on the type of 
paint to purchase and how much to 
pay. Cheap Paint Isn’t Cheap is the 
title of the literature which gives the 
relationship between paint film thick- 
ness and probability of early failure. 
Carboline Co. 
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Heat Control 


How a specially-designed heat con- 
trol gets heat to all parts of a system 
is described in a series of three bulle- 
tins. Use of the equipment is said to 
provide warmer floors, to stop heating 
system noises and to stretch the ca- 
pacity of the burner, boiler and radia- 
tion. Use of the control is specially 
recommended when converting from 
coal to oil. Automatic Devices Co. 
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General Purpose Pumps 


General purpose pumps are covered 
in a new catalog which gives details 





on services, operating data, and dis- 
tinguishing features of each model. 
Dimensions and parts diagrams, per- 
formance curves, mounting styles and 
modifications of pump design are in- 
cluded in each of the catalogs. Tuthill 
Pump Co. 
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Flexible Driveshafts 


A four-page folder illustrates and 
describes flexible shafts for power 
take-off drives on tractor trailer units. 
Details are given on how the shafts 
can be used to eliminate complex gear- 
ing and other installation problems. 
Stow Manufacturing Co. 
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Light Fixture Catalog 


A new catalog illustrates and de- 
scribes a complete line of floodlights 
for indoor or outside use. A fixture 
for almost every purpose is listed. 
Candlepower distribution and light 
distribution for various PAR bulbs are 
given in the form of graphs and tables. 
Magni Flood Inc. 
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Introducing 


tHE NEW 


To meet the 
advancing needs 


CUSTOM-BUILT 
LONG-RANGE 


LOADING ASSEMBLY 


of the industry 


This newly designed and soncaetaliy hd tasted assembly of extreme 


long range, without 


“greater exibil 
with unsurpassed bors greater flexibil 
the new Oilco (No. 


It includes two 


ds transports a tank cars 
and trouble-free Sco, 
) swing joints, 





with TIMKEN ¢ d roller 
free load capacities. 
These new swing joints 


Foti hea —— to 
“me less than 15 


intling any 


The assembly and alignments are perfectly 

with Oilco’s high Gaston with precision hardened ground bear- 
swing joints, except No. 827. 

hardened materials have no part in the construction. 


and races on all 


are packed with “O" ring seals operating 
querd — leakage and wear. 


gs which insure greater Neton- 





£, ed in & : 





~ a 


+ 


| —, | 
TIMKEN = BEARING | 
lA pp EQUIPPED _ — 


——_—S ee 


No. 462 


Sizes: 3“ x 4” 


No. 827 swing joint provides 360-degree rotation of the drop tube 
and is provided with handle to facilitate operation. 

ion springs which never fatigue, operate in conjunction 
with perforated lever arms to accomplish desired torque a 
of vertical movement. Thereby, the vertical movement is spring- 
balanced and the loading arm remains in tooding position without 
locking devices or manual effort. The assembly will 
above and descend 
The assembly includes No. 150 self-closing shock- —~ loading line 
valve; and a Timken bearing pillow block at the to 
which dispenses with the 
joints are grounded with static connections. 


angles 
rise 60 degrees 
4 degrees below horizontal. 


of the riser 
need for an additional po Bog joint. All 





Soft or flame- 


are ready to proceed with spee 
Write for descriptive folder, A-2, for added details. 


d at the fac . Bolt up the flanges and you 


. care-free volume loading. 


OIL EQUIPMENT MANUFACTURING COMPANY 


VERMONT 


LOUISVILLE IT, KY 
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Pipe Coupling 

A descriptive folder explains the 
use of compression pipe couplings on 
cast iron, steel and asbestos-cement 
pipe—threaded or mechanical joints. 
The literature identifies components of 
manufacture and applications common 
to industry. A speedy method of on- 
the-job assembly and information on 
prices, sizes and other specifications 
are included. Morris Coupling and 
Clamp Co. 
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Floor Finishes 


A reference chart gives complete 
coverage specifications and other data 
on 15 floor finishes. The chart is ar- 
ranged to indicate at a glance the 
various treatments recommended or 
not recommended for a dozen or more 
types of floors. Multi-Clean Products, 
Inc. 
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Motor Protection 


Specifications and information on 
the application of a line of overload 
relays for use in protecting electric 


motors are given in a new bulletin. 
The operating principle of the equip- 
ment is described together with details 
of a typical application in protecting 
a three-phase compressor motor. 
Heinemann Electric Co. 


Circle No. 31 on Reply Coupon 


Darkened Concrete 


An agent has been developed to 
darken concrete without weakening it. 
Various shades can be attained by 
using the right proportions of the new 
product. It was designed to reduce 
the glare on drives, streets, highways, 
etc. Various effects can be secured 
on walks, drives and sidewalks by 
making them different shades from 
light to dark. A folder gives full de- 
tails. A. C. Horn Co., Inc. 
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Accounting Time Cutter 


A folder shows how one half-time 
accounting machine operator handles 
the same volume of accounts receiv- 
able and accounts payable posting 
formerly handled by four full-time 
clerks. Remington-Rand Inc. 
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Non-Sparking Tools 


The advantages of beryllium copper 
tools as a safeguard against accidental 
fire or explosion caused by sparks are 
described in an illustrated folder. The 
product is non-sparking, making it 
safer than steel for use around ex- 
plosive vapors or in other places where 
a tool spark might cause disaster. The 
folder describes 31 types of safety 
tools ranging from pliers and wrenches 
to wire brushes and nitro-cellulose 
forks. The Beryllium Corp. 
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Facts on Dockboards 


Specific facts on dockboards are 
given in a new brochure. It covers 
magnesium units used to bridge the 
gap between loading docks and rail 
cars and highway trailers. Separate 
sheets, housed in a permanent file 
folder, relate the actual cost of dan- 
gerous makeshift plates. Also included 
are facts on why it pays to have a 
dockboard fitted to specific needs, and 
what many companies have learned 
about bridgeplate costs. Magnesium 
Co. of America. 
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Advantages of KIM operation: 
Gives quick, easy starts 
Reduces motor wear 
Prolongs life of batteries 
Reduces fuel consumption 
Saves warm-up time 
Cuts cost of terminal heating 


For stationary or mobile engines— 
diesel or gas 


Four models —easily installed 


time to install 


electric pre-heater...for Gas and Diesel Engines 








it’s this rang eR our cars 
and trucks with K otstarts 
and you end major worries of 
winter operation. Engines purr 
like iietene. Starting is fast and 
smooth. You don’t use as much 
fuel and you spend less on repair 
bills. All told, there are so many 
advantages that we say, without 
hesitation, KIM Hotstart is the 
best wintertime investment that 
you can make. 


See your dealer or write for 
literature. Many of the smartest 
fleet operators in the country know 
KIM, use KIM, like KIM. Why 
don’t you ae from their expe- 
rience? So d and installed by lead- 
ing automotive suppliers. See them 
for information or use the coupon. 
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KIM HOTSTART MFG. CO. 
West 917 Broodway, Spokone 11, Wash. 


Please send literature, prices, name of loca! KIM deoler 


Nome. 














EQUIPMENT 





NEWS OF MANUFACTUR 


Forbes Builds New Lab 


A new laboratory building is being 
constructed at Cleveland for the 
Forbes Finishes Division of Pittsburgh 
Plate Glass Co. of Pittsburgh, Pa. 


Boosts Oil Burner Output 


An additional, 400 unit-per-day oil 
burner assembly line has been placed 
in operation by Wayne. Home Equip- 


RS 


ment Co., Inc. This will provide out- 
put for both high-pressure and low- 
pressure conversion and original 
equipment models. 


New S & M Representatives 

The S & M Lamp Co., Los Angeles, 
has appointed Joe H. Akerman to rep- 
resent its floodlight division in Florida. 
His office is in Coral Gables. Lawrence 





WARREN Sucp Seal 


MODEL B-50 
Face Mounted 
CLEARANCE LAMP 


MODEL B-60 

Flush Mounted 

CLEARANCE LAMP 
Rugged, unique Snap Seal vapor- and explo- 
sion-proof construction holds shatterproof 
lens and thick aluminum alloy combination 


SAFETY 
LAMPS 


» MODEL 8-70 
Flush Mounted 
STOP LAMP or 
TURN SIGNAL 
Class A—Typel 


reflector and body casting of WARREN Lamps 

firmly together—pressure-sealed bubble-tight!—without screws, clips, wash- 
ers, springs, etc. Remove lens in one second with screwdriver— replace 
merely by snapping lens back into body. All WARREN Safety Lamps meet or 
‘exceed §.A.E. recommended procedure, 1.C.C. and State requirements . . . 


are guaranteed for 10 years against defective workmanship and 


materials. 





Why risk the safety of your drivers, 
your equipment and your loads... 
why put up with lamps requiring 
frequent maintenance or bulb re- 
placements? Install sturdy, depend- 
able WARREN Snap Seal Safety 
Lamps and get trouble-free lighting. 


BUILT TO LAST LIFETIME OF VEHICLE! 
WARREN Snap Seal Lamps are built 
to provide years of superior service. 
Their unique pressure-tight con- 
struction insures a complete seal 
against every weather and service 
condition. Even after long, tough 
Operation, typical users report “no 
trouble whatsoever” and “no evi- 
dence of future failure due to wear, 
rust, corrosion or vibration”—the 
causes of failure in ordinary lamps. 


ASSURES SAFER, LONGER-LASTING 
LIGHT—Install Snap Seals on just one 
truck—or order a few for replace- 
ments. Then run your own tests— 
your way—and you'll prove the extra 
value of Snap Seals for yourself. 
COST LESS FOR THE “LONG HAUL” 
You'll also prove it profitable to 
standardize on Snap Seals for re- 
placements ... to specify Snap Seals 
on your new equipment. 

Write for complete information today! 


Manufacturers of WARREN Manifold & Emergency 
Valves & Custom Built Machinery Since 1901 





M. Hirsig & Co. will represent the 
company’s automotive division in the 
states of North and South Carolina, 
Georgia, Alabama, Virginia, West Vir- 
ginia, Mississippi, Tennessee, Ken- 
tucky and Florida. Home office of the 
Hirsig company is at Jacksonville. 


Company Changes Name 


The name of the Topper Equipment 
Co., Clark Township (Rahway), N. J., 
makers of degreasing equipment, has 
been changed to the Circo Equipment 
Co. The trade name “Circo” has iden- 
tified the company’s products for 
many years. 


New Plastic Pipe Plant 


The Carlon Products Corp., Cleve- 
land, has established facilities for man- 
ufacturing plastic pipe in Klamath 
Falls, Ore., to serve the Northwest. 
This brings the number of company’s 
plants to seven. 


Clark Moves Regional Office 


John J. Shand, southeastern regional 
sales manager of Clark Equipment 
Co., has moved his headquarters from 
Norfolk, Va., to 161 Spring Street 
Bldg., Atlanta, Ga. 


Radiant Names Sales Agent 


Radiant Combustion System, Inc., 
New York City, has appointed W. P. 
Iverson & Co., Inc., also of New York 
City, as general sales agents for the 
company’s products. These include a 
combustion system for burning heavy 
fuel oil without soot or smoke. 


Valve Warehouse Opens 


Grove Regulator Co., manufacturer 
of valves and regulators, has opened 
a new warehouse at Corpus Christi, 
Tex., to serve customers in South- 
eastern Texas and surrounding areas. 
J. D. Hicks is district manager. 





Free Lunch 


Tide Water Associated, west- 
ern division, received a com- 
munication from Lakeview, Ore., 
requesting that lube oil not be 
sent in fiber containers: the por- 
cupines were eating them. 
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PERSONALS 


Willard J. Flint 
is joining Con- 
tinental Can Co. 
as products sales 
manager for steel 
containers. A vet- 
eran of over 17 
years in the steel 
shipping contain- 
er field, Mr. Flint 
was most recently 
associated with 
Geuder, Paeschke 
and Frey Co. His 
new headquarters will be in New York 
City. 





Willard Flint 


William Max- 
well is the new 
sales engineer for 
Marlowe Pumps. 
He will serve the 
company’s New 
England territory 
and will head- 
quarter in Natick, 
Mass. He suc- 
ceeds William 
Van_ Bilarcom, 
who was recently 
made _ general 
manager of Marlow’s De Queen, Ark., 
plant. Mr. Maxwell previously worked 
with Blackmer Pump Co., and Fair- 
banks Morse. 


William Maxwell 


L. J. MacKenna, a veteran of 27 
years with Worthington Corp., is now 
Tulsa district office manager. He 
moves from New York where he has 
spent 20 years in sales. He joined the 
firm as an engineer following his 
graduation from Northeastern Uni- 
versity. 

a 


T. E. Baumgartner has been named 
Arizona manager for Shields, Harper 
and Co. (Oakland, Calif.), petroleum 
marketing equipment firm, with offices 
in Phoenix. B. W. Mayer has been 
transferred to the engineering and in- 
dustrial equipment sales division. 


Frank B. Kreider is the new general 
sales manager for Darling Valve and 
Manufacturing Co., Williamsport, Pa. 
For the past 4% years he has been 
eastern regional manager, insulation 
division, for Pabco Products, Inc. He 
is a graduate of Carnegie Institute of 


Technology in Management Engineer- 
ing and served in the Corps of Engi- 
neers during World War II, attaining 
the rank of lieutenant colonel. 


C. L. Holbert, formerly vice presi- 
dent and treasurer of Johnston Pump 
Co., Pasadena, Calif., is moving up to 
vice president and general manager 
of the company. Rex D. Cross, who 
was district sales manager, southeast- 
ern states, takes over as national sales 
manager. 


Harry D. Weller is now located in 
New York as assistant regional man- 
ager for the White Motor Co., re- 
sponsible for sales to all fleet and na- 
ticnal accounts. He has been in Cleve- 
land as assistant to the vice president 
of sales. Before joining White, he_was 
associated with Firestone Tire & Rub- 
ber Co. as Buffalo district manager. 
Former national accounts manager in 
New York, J. C. Wright, has joined 
James Terraneo in Paterson, N. J., as 
distributor for the White Truck & Bus 
Co., Inc. 
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eg eaimane coda! 








Ae 


ans = 
i Wa 


. 


SS ww 








ie 
- 15 





Kent-Moore : 


MONOXIVENT * 





Now! No more opening and closing service stall doors to get rid of toxic 
carbon monoxide fumes! Because, now, Monoxivent, Jr. offers you effective, 


low-cost exhaust elimination . . . allows you to perform service operations 
all winter behind closed doors . . . reduces heating costs, saves attendant’s 
time, increases efficiency, and insures safe, healthful working conditions. 
Designed expressly for gasoline service stations and small repair shops, 
Monoxivent, Jr. is light in weight, quickly and easily installed. And the 
entire unit . . . consisting of an eight foot galvanized flexible steel hose, 
assembled to a universal tailpipe adapter, a cast aluminum door port, and 
a handy wall hanger clip . . . costs only $27.60 complete! 


Now Available oe Selected Distributors r- - 
Coast-to-Coast | KENT-MOORE ORGANIZATION, INC. 


5-105 General Motors Bidg., Detroit 2, Mich. 
(Kv) KENT-MOoRE |<. 


| Rush complete Monoxivent, Jr. information and 

name of nearest Kent-Moore distributor. 
ORGANIZATION, INC. | ADDRESS 

5-105 GENERAL MOTORS BLDG., DETROIT 2, MICH. | city 











October 21, 1953 + NATIONAL PETROLEUM NEWS 








Yn 40 Yeara- 
MOHAWK 


The Mobawk 
Super Chief 
illustrated is the 
ultimate in 
premium quality, 
low pressure tires. 


Today, as 40 years ago, Mohawk 
continues to be unexcelled in 
quality. Mohawk is 


"The Chief Name In Tires" 


and in the Production of Retreading 
and Recapping Materials 


Advancements have been made in retreading methods 
through these years and Mohawk continues to be 
recognized by recappers as the leading name in 
quality camelback and repair materials. 


For the years ahead, Mohawk pledges continuation of 
its progressive manufacturing methods 
and cordial dealer relations. 

The old one-quarter circle 


vetreading mold. THE MOHAWK RUBBER COMPANY 


AKRON 5,0HIO 


Export Department: 1819 Broadway, New York 23, N.Y. 
Cable: “Mohawk” New York 


The modern full circle retreading 
or recapping mold. 
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-aTe@)n he: - - interpreting the oil news 
Midwest 


By Leonard Castle 


What a Team Can Do—The Oil 
Industry Information Committee has 
come a long way since its inception 
some seven years ago. Then, and for 
several years afterward, it was pri- 
marily a major company project, 
viewed with distrust by most of the 
Independent marketers in the industry. 

Its work, aside from the small field 
staff, was carried on at the local levels 
by a handful of major company men, 
most of whom were inexperienced 
in public relations. Independent repre- 
sentation among marketers was limited 
to a minute scattering of forward 
looking jobbers, such as Stanton K. 
Smith of Smith Oil & Refining Co., 
Rockford, Ill., who now is national 
chairman of OIIC, and Harry Milton 
of the Milton Oil Co., St. Louis, who 
has served at various times as local, 
state and district chairman. 

Today, as evidenced by the indus- 
try’s celebration of Oil Progress Week 
last week, thousands of oil men repre- 
senting Independent and integrated 
companies alike, are working shoulder 
to shoulder in active support of the 
OIIC program. For example, 1,160 
oil people are members of the various 
OIIC committees in the Great Lakes 
District which embraces Wisconsin, 
Illinois, Indiana and Michigan. Fully 
20% of these committee members are 
Independents. 

But the full story is not told in the 
numbers of persons participating— 
although that is important—but rather 
in the enthusiasm, initiative and imag- 
ination displayed by oil people in 
carrying out local programs of their 
own devising during Oil Progress 
Week. 

What They Did—Following are a 
few of the original and unusual ideas 
developed by local committees to pub- 
licize the industry in the Great Lakes 
District. They are typical of innumer- 
able other promotions carried out by 
oil people throughout the nation last 
week. 

In Milwaukee, the women’s division 
headed by Hazel Voss of Indiana 
Standard and Dorothy Radtke of So- 
cony Vacuum, with the help of the 
Desk and Derrick Club, arranged for 
a display of books on petroleum in 
the public library. 


In Chicago, Mrs. Abraham Feld- 
man, district vice chairman for women, 
convinced the Chicago Daily News it 
should carry a half-page layout of 
pictures showing some of the various 
jobs women hold in the oil industry. 
Mrs. Feldman’s husband is president 
of Lake-River Terminals, Inc. 

Oilmen at Peoria, under the direc- 
tion of O. H. Strode of Johnson Oil 
Refining, stenciled the downtown 
streets with the slogan “Oil Con- 
serves for You,” and distributed in- 
dustry literature to employes of the 
city’s many industrial plants, most of 
whom are union members. 

Shell Pipe Line Co. held open house 
at all terminals and pumping stations 
along its pipe line from Wood River 
to East Chicago. Special guests were 
the landowners through whose prop- 
erties the pipe line runs. 

On Tape—At Detroit, the local com- 
mittee made a tape recording that told 
motorists the points of interest they 
could see while consuming one gallon 
of gasoline from a starting point in 
downtown Detroit. The recording was 
played over various radio stations. 
The same idea was picked up and 
used in other Michigan cities, includ- 
ing Lansing, Kalamazoo, Flint, Grand 
Rapids and Ann Arbor. 

Oilmen of Lawrenceville, Ill., ar- 
ranged for carrier boys to distribute 
industry pamphlets along with the 
local newspaper. Some 5,000 pieces 
of literature were delivered to the 
doorsteps of Lawrenceville homes. 


Atlantic Coast 


By 
Raymond E. Bjorkback 


Small Drop Prices — Fuel oil dis- 
tributors in the extreme southwestern 
corner of Connecticut have begun 
charging higher prices for less than 
300-gal. dumps of household heating 
oil. They are the latest to adopt dual 
prices in the New York City area. 

For nearly five years, these Con- 
necticut marketers have been watching 
the 0.5¢ premium encompass neighbor- 
ing Westchester County, N.Y., down 
into the Bronx and over Nassau Coun- 
ty on Long Island. The practice now 
has become well established as “the 
two-price structure.” 

Independents Lead—In Connecticut, 
as was the case in the premium’s birth- 
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place across the state line, it is Inde- 
pendents who have taken the initiative 
—on the occasion of a shift in the 
market. 

The first distributor to make a move 
in Connecticut did so at last summer's 
start when the suppliers’ 0.5¢ fill-up 
discount on the East Coast became 
available. He passed the discount along 
only to householders with 550-gal. 
tanks. A few other distributors fol- 
lowed suit. They stayed on this basis 
through the summer as the top retail 
price in the territory increased from 
13.3¢ to 13.9¢ and then again was 
cut back to 13.6¢. 

When the summer discount was 
withdrawn at September’s end, they 
raised the structure by the amount of 
the discount. They’re charging the 
275-gal. tank account 14.1¢, the 550- 
gal. tank account 13.6¢. 

This structure is now in general use 
among distributors along a 35-mile 
strip of the Connecticut shoreline from 
a point about 10 miles west of Bridge- 
port to the New York state line. Ma- 
jors that have followed the dual-struc- 
ture distributors in the New York state 
sections are still hanging back in Con- 
necticut. 


Where It Started—A distributor ini- 
tiated the system in Westchester Coun- 
ty, N.Y., when the retail price dropped 
0.3¢ in December of 1948. He con- 
tinued charging 275-gal.-tank accounts 
the former price, while giving the 550- 
gal.-tank accounts the benefit of the 
drop. He and others later enlarged the 
differential to 0.5¢. 

A study he made showed that his 
direct delivery cost per gallon on a 
200-gal. drop was 100% greater than 
for one of 400 gal., almost 300% more 
than for one of 800 gal., and about 
500% more than for one of 2,000 gals. 

The Connecticut distributors have 
been aware of such delivery cost dis- 
parities. Also, they've been watching 
delivery and other costs rise while their 
margins remained static. And, says 
one: 

“T’ve decided finally to try to re- 
coup on some of the cost hikes.” 

He estimates that he realizes about 
0.25¢ net on the extra 0.5¢ which 275- 
gal.-tank accounts are charged. More 
than 25% of his customers have larger 
storage. 

Few Complaints—For this particu- 
lar Connecticut section, one estimate 
is that about 25% of household ac- 
counts have more than 275 gal. stor- 
age each. 

The distributors there have had “rel- 
atively few complaints” from custom- 
ers on this price change so far, and 
don’t expect many. 

There have been “a minimum of 
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REGIONS 


complaints” in Westchester County. 
Distributors there say the average cus- 
tomer sees justice in the lower price 
for the larger drop. 

Speaking of Prices—The American 
Petroleum Institute’s booklet on Qil 
Prices and Competition has reached a 
distribution figure of 71,897. And 
many more persons presumably will 
eventually read the author’s (Harold 
Fleming) conclusion that oil prices 
aren’t manipulated. 

Certainly copies distributed to li- 
braries all over the country can be 
expected to get multiple readership, 
in time. 

Nor will the number of persons who 
actually read the booklet be the full 
measure of its “circulation,” from a 
practical standpoint. Some readers will 
discuss with non-readers the booklet’s 
point that oil prices are “determined 
. . . by aggressive competition within 
the framework of supply and demand 
in a freely functioning market place.” 

Conversational Pot: atial—The con- 
versational potential may be pretty big, 
in fact. Each of the Oil Industry Infor- 
mation Committee’s 20,000 committee- 
men has receieved a copy, and extra 
copies have been supplied to OIIC field 
offices. Numerous oil companies have 
bought them for their employes. 

Secondary circulation can show up 
in newspapers, too, whether the news- 
papers defend oil prices in editorials 
as competitive, or only keep bias 
against the competitive idea out of 
their news columns. 

So the API may be realizing a size- 
able “dividend” from a little booklet. 


Pacific Coast 


By Frank Breese 


Marke Shakeup—A major de- 
we oem A Standard of California’s 
marketing department is the stream- 
lining of retail sales organizations and 
separation of the wholesale and retail 
departments. 

Standard’s setup has been different 
than that of other West Coast majors 
because it has a chain of more than 
1,000 company-operated stations in 
addition to its regular dealer stations. 
Two distinct administrative divisions 
have directed the respective groups 
of stations. 

Standard has decided to merge the 
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separate administrative organizations 
into a single unit, thus eliminating 
duplication. In the past, experience in 
retail installations has been shared by 
the two organizations; but planning 
and doing have been carried out in- 
dependently. In fact, it’s no secret 
that key men in the parallel organiza- 
tions have held contrary views on 
issues, problems and solutions. 

Principal overlap has been in mer- 
chandising. Result of the streamlining 
is expected to be a more concentrated 
and hard-hitting merchandising pro- 
gram. 

First area to be affected by the 
merger is southern California. Even- 
tually the other areas in the West 
Coast marketing territory will be con- 
solidated. 

There is some speculation that sepa- 
ration of the wholesale and retail de- 
partments may result in conversion 
of some bulk plants from salaried 
status to commission basis. 
Growing Competition — Baxter 
Ball, general sales manager of Gen- 
eral Petroleum, spelled out graphically 
the four-way competition in oil sources 
that is upcoming in the Pacific North- 
west. 

Soon, Mr. Ball told a Pacific North- 
west Oil Progress Week audience, a 
motorist going through Ellensburg, in 
central Washington, will be able to 
go into his choice of service stations 
to buy gasoline made from Colorado 
oil (Standard Oil of California “Chev- 
ron” station handling Colorado oil 
refined in Utah and piped to Wash- 
ington); Montana oil (Union Oil Co., 


piped across the Rockies); California 


oil (Associated) and Alberta oil (Gen- 
eral Petroleum, which will process 
Canadian crude in its Washington re- 
finery). 

More than a dozen petroleum re- 
finers and several hundred marketing 
organizations will be competing for 
the favor of Pacific Northwest oil 
users, said Mr. Ball. “You will be 
freed from dependence upon a single 
source of crude oil, which, prolific 
and economical though it may have 
been in the past, could become unable 
to meet your needs at a low price 
in the future,” declared Mr. Ball. 
Smog ?2—Two muffler de- 
vices have been developed which give 
promise of eliminating most of the 
gasoline vapor from automobile ex- 
hausts, according to the Los Angeles 
County air pollution control district. 
Smog (formally termed “air pollution”) 
is an enormous problem in the Los 
Angeles Basin, and automotive ex- 
haust fumes are a major contributor. 

The county office said the two de- 
vices are undergoing road tests. Re- 


sults are not expected to be known 
before the end of the year. One of 
the difficulties is determining how long 
the test must run before findings are 
acceptable. 

One of the devices is the Oxy- 
Catalyst muffler invented by Eugene 
Houdry, who developed a process for 
cracking gasoline. Replacing a regu- 
lar muffler, this one is designed to 
remove materials believed to be con- 
tributing to smog. The other is a 
Cornelius Muffler, named for a local 
inventor. 

The smog control district attaches 
importance to the fact that its scien- 
tists see “promise” in the devices. 
The Use of Oil—Out in Los Angeles 
the other day, Monroe E. Spaght, 
Shell’s executive vice president, 
brought out these interesting thoughts 
in a speech: 

—Despite recurrent predictions of 
depletion of stored energy sources, 
several centuries will pass before a 
serious energy problem is faced. 

—A more pertinent consideration 
is how well crude petroleum is being 
processed and how efficient are the 
machines consuming it. 

“No doubt we must conclude that 
on neither count do we rate a perfect 
mark,” said Mr. Spaght. “Indeed, if 
economics could be forgotten, we 
could make more gasoline per barrel 
of crude oil, and we could increase 
the average efficiency of the engine 
that consumes oil .. . 

“The total complex operation of 

separation and alteration in the modern 
refinery consumes something less than 
10% of the charged petroleum ... 
Considering the great complexity of 
operation of a refinery, .. . a 90% 
plus yield of refined products from 
crude petroleum is a very commend- 
able performance.” 
Back to Normal—Economy-minded 
John Peirce, who is leaving the West- 
ern Oil and Gas Assn. to run Cali- 
fornia’s state finances, will take his 
economy-mindedness with him. 

Virtual wartime prosperity gave 
California an abnormal flow of reve- 
nues, Mr. Peirce said. There are in- 
dications the favorable revenue situ- 
ation may taper off, he said, adding, 
“This means that sound management 
of the state finances will require a 
general tightening of the belt.” 

The Local Angle—In Klamath Falls, 
Ore., the Balsinger Oil Co. (Tide 
Water Associated distributors) is spon- 
soring play-by-play broadcasts of high 
school football games, as it has done 
the past two seasons. The company 
is giving a local application to Asso- 
ciated’s sales promotion practice of 
sponsoring college football broadcasts. 
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Only MILVACO makes so wide a variety, so complete a 
line of performance-proved Gate Valves! There’s a 
size for every requirement — from 2” 

all the way up to jumbo 6”; there’s a style to 

meet your every need — flanged or screwed, rising 

or non-rising stem; there’s a material to fit your 
specifications — bronze or Milvaloy. 

No matter what your requirements may be, 

you'll find the right answer at Milwaukee Valve! 


LVAC 
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P-2654 (Iu strated) aveilable in 
sizes 2”, 212" and 3” with sqvuere 
flange; sizes 4” 6” have 

round flange. 

- 

All Milvaco Gate Valves feature dual 
threads for speedier operation; 


positive closure and quality 
construction throughout. 


cs 

Your nearby Milvaco representative 
will be glad to tell an § the 
complete story of Milvaco’s 
complete line! 





EDITORIALLY SPEAKING 


One of the best plans ever proposed for Inde- 
pendent jobbers, a plan which would have been an 
exceedingly valuable blessing for the majors in these 
later days, was that of L. V. Nicholas, who died the 
other week in retirement at his wife’s birthplace in 
Ottawa, Kan. 


If “Nick” had been successful in his efforts, the 
majors today would probably be hearing a whole lot 
less about “monopoly” and more about constructive 
competition—striking evidence of which is so much 
needed right now if the industry is to silence the 
totalitarian demands at Washington. The trouble was 
shortsightedness; only a few jobbers could see the 
value of “Nick’s” idea and only a few supported it, 
while most of the majors got so mad at the daring 
competitive feature of the campaign and were mad 
at some of “Nick’s” cracks at them, that they helped 
kill it. 

“Nick’s” idea was to establish a national gasoline 
brand for jobbers only—not cut-price jobbers, but 
good, able, hard-working jobbers who would not cut 
a price any quicker than the majors, if as often. 
“Nick” got so far with his financing by jobbers as to 
be able to run quite a number of full-page advertise- 
ments in the Saturday Evening Post. It was good 
copy, and told the story of this national competition 
in strong, graphic style. He was backing this up with 
the usual banners, A-boards and such, along with 
local newspaper copy. 


The idea was launched in the midst of the bitter 
fighting for the new gallonage of the 1920’s, when 
some of the old majors could not understand why 
they could not figure their sales prices on a cost plus 
basis and maintain them. In this they overlooked the 
continued influx of good and low cost crude in the 
Mid-Continent, crude that came in too fast for some 
of the old companies, so that they were pegged to 
the higher priced older crudes, while the rapidly 
building Independent refineries took the new at lower 
cost and sales price. 


At the same time the old companies (the “price 
leaders” as the government would have it) in 
ignorance of some plain economics, kept leading with 
their chins by holding to their old prices. These were 
based not only on old refinery costs, but particularly 
on horse-drawn tank wagon delivery from railroad 
station bulk plants, one every 20 or 30 or so miles. 
This was something that the approaching new man- 
agement of these larger companies quickly recognized 
as out of date transportation. 

That was before the days of tetraethyl lead, when 
a certain amount of engine knocking was accepted, 


Taps Sound for a Leader in Oil Competition 


but reduced, at least in part, by raising the gravity 
more and more with “natural gas gasoline,” a prod- 
uct that easily blew away and let the knock loose 
again. 

But on top of a highly competitive situation, with 
a lot of raw wounds, “Nick” named this jobbers’ 
gasoline brand “Red Hat” and it quickly got abroad 
that it was a take-off on “Red Crown,” which had 
majestically adorned most of the globes and signs in 
the Middle West. This was at a time when just to be 
an “Independent” was to sell a lot of the increasing 
gasoline volume even—and it was actually true—at 
a higher price than the dignified “Red Crown.” It 
was also at a time when a number of top-grade job- 
bers and a couple of big Independent refiners, were 
selling their premium gasoline at 2 and 3¢ a gallon 
above their Standard Oil competition. “Nick” himself 
had done that when he had his own jobbing company 
in Omaha, Neb. 

The idea was just too good for “Nick” to handle. 
While his jobbers’ association gathered together more 
money than all the marketing associations put to- 
gether had in the past and more than any such asso- 
ciation has had since, it still was not enough to 
finance the quick growth of sales and sales supervis- 
ing organization that this national brand idea needed. 
Good jobbers subscribed, but they and their associ- 
ates had not yet, for the most part, grown to the skill 
necessary to cash in on the sales potential, to put up 
the signs, repaint their stations and equipment, run 
advertisements in the local newspapers and tell their 


- salesmen and station men what it was all about. 


Rapid Growth Brought Financial Chaos 


“Nick” and his associates suffered the growing 
pains that all big companies that are getting much 
bigger have suffered, including his own chief com- 
petitor, but the latter happened to have enough 
money to weather the growth. “Nick’s” people 
finally got tired, or died, or could not get enough 
money to buy the stations and equipment necessary 
to keep up with the newly created demand, and they 
quit, one by one. 

“Nick” went on to New York to greater things 
with Henry L. Doherty, who was just getting a full 
head of steam up in Cities Service Oil Co. Doherty 
finally put “Nick” in charge of the old Warner- 
Quinlan Oil Co., which had a refinery, many service 
stations, the first branded heating oil business and a 
lot of heavy fuel oil business about New York. But 
it was in a bad way due to mismanagement following 
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the death of the two Irishmen who started it. On 
Doherty’s orders, “Nick” finally converted the busi- 
ness into some money and usable equipment and 
then retired for good. 

With the ending of the “Red Hat” went the last 
big opportunity for the industry to register active 
keen competition to their alleged “monopolies.” Yes, 
such registering would have cost the majors a bit of 
the gallonage, but only a fraction of a per cent or so 
all over the country. But had the idea survived it 
would have proved most conclusively and dramat- 
ically the existence in the industry of the kind of 
competition the government has since liked to yearn 
for. True, about this time came other brands since 
become national, like Cities Service, Sinclair, Mid- 
Continent and others, but they probably would not 
have registered with this “Red Hat” name because 
this last would have been owned and operated by a 
host of small marketing units. Perhaps they would 
have gotten into fights and disbanded, or have been 
consolidated into one grand effort. At all events that 
was one of the best illustrations of how tough com- 
petition starts in this business and stands a good 
chance to grow. 


*Nick’ Was an Oil Man All the Way 


Now a word about “Nick.” He was a true product 
of the times and of the oil industry of those days. He 
had been born and raised in the oil business. His 
father was a Standard of Indiana bulk and then dis- 
trict manager. “Nick” learned the business driving a 
tank wagon and then as a salesman. He started his 
own company as the L. V. Nicholas Oil Co. at 
Omaha, Neb., somewhere after World War I, | 
haven't the date. He grew by dint of energy and keen 
marketing ideas. As to energy, he generally was at 
the office at 6 a.m. so as to be able to talk to the 
employes when they came on, have a few conferences 
and then visit his several bulk plants and particularly 
his service stations in the afternoon. 

These stations were his pets. They were new and 
artistic, built to match the architecture of each 
neighborhood, but were not expensive. They gener- 
ally had much ground around them because “Nick” 
was not averse to picking up a real estate bargain, 
some of which he might sell off in the future. He did 
local advertising for himself. Only in his speeches 
before oil associations later did he talk “anti-Stand- 
ard.” When he paid good money for his advertising, 
he talked about his business. 

“Nick” was the victim of his genius and his own 
high standards. I know because when some of his 
scared creditors pulled the door on him, “Nick” 
phoned me at Tulsa to come up and go over his 
business and recommend what he should do. I did, 
and with his attorney pawed over his most intimate 
figures. The result was that I concluded someone was 
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doing some dirty work against him, that a certain 
allegedly “big” banker hadn't either guts or vision 
and needlessly had cold feet on a loan, and that 
“Nick’s” chief supplier, to whom he owed a few 
hundred thousand, also had needlessly become scared, 
chiefly because, as I learned later, his company was 
in trouble and shut down on him. At the request of 
old “Doc” Caward of the then large Hawkeye Oil 
Co. of Waterloo, Ia., and myself, a half dozen of 
some of the biggest and top jobbers of the West met 
a few days later in Chicago, took charge of “Nick's” 
affairs and put up some money to steer him out of 
trouble. 

That was too late to save “Nick’s” share of the 
business as he had been buffaloed into assigning his 
interest. The company was taken over by the then 
White Eagle Oil Refining Co., and Lee Marcell, its 
president, told me later that while he had bought into 
“Nick’s” company on representations that it needed 
money and was broke, he, Marcell, had never put 
up anything but his own credit and that when he got 
a report from outside auditors he found that the very 
month he bought the business it had made $13,000, 
and that it had made comfortable money ever since 
under his ownership. 

What “Nick” had needed all along was a good 
hard-fisted manager just like these grand opera stars 
and other great artists who can sing beautifully over 
the footlights but can’t keep two nickels long enough 
to buy a sandwich and coffee in their old age. 


Learned How to Hang onto Cash 


After getting his licking “Nick” obeyed what he 
learned at such great cost, how to hold onto some 
money. This he did. As president of his national 
jobbers’ association and then on Henry Doherty's 
staff, he saved the good money he earned so when 
he retired to the quiet of Ottawa, Kan., he had his 
sandwich and cup of coffee. 

But like all these things in life, it is too bad, that 
someone, including myself, did not think of him 
these past dozen years or so, and have a big dinner 
thrown by the jobbers to whom he gave such a big 
boost. He used to have the biggest national jobber 
meetings ever and a dinner of greater size could un- 
doubtedly have been organized, and a replica of his 
old “Red Hat” raised high above the crowd, a sign 
of good selling, good advertising, premium prices 
and husky competition. 

That would have raised a great shout, and probably 
brought tears to “Nick’s” eyes and to a few of the 
old timers that might have been left. But it would 
have shown the industry, jobbers and majors, what 
a wonderful lot of evidence the industry would have 
had of a strong, virile and premium competition 
from the industry’s very grass roots, the oil jobber. 

— W.C. P. 


71 





Other OILGRAM 


OIL MARKETS 


ATwood 0412. 


J. P. Mosher Jr., Market Editor, NPN and Piatt’s OILGRAM Price 
News Bureaus: Cleveland (13), 1213 West 3rd St., 
MOhawk 4-5800; Washington (4), 1188 National Press Build ing, Republic 


Natural ‘Gas’ Prices in Off-Season Dip 


By Halsey Peckworth, Jr., NPN Staff Writer 


Unseasonable declines in prices for natural 
gasoline held the spotlight in the nation’s oil 
markets the past week. 

Other developments more in line with expec- 
tations for this time of year: 

Motor gasoline cargo prices down 0.125¢ to 
0.5¢ on the Gulf Coast; 

“me price wars unabated in the east (see be- 
low); 

Distillate prices up 0.25¢ at middle Atlantic and 
Northeast ocean terminals; 

Heavy fuel prices up 5¢ bbl., from $1.20 to 
$1.25, for Group 3 basis shipments. 


For many years prices for natural gasoline in the 
Mid-Continent have been at seasonal peaks during the 
September-January heavy demand period for winter grade 
motor fuels. Last week, a manufacturer of natural gasoline 
reported selling Grade 26-70 at 5.375¢, FOB Brecken- 
ridge, down 0.5¢ from previous quotations. On the fol- 
lowing day, sales were disclosed at 5.875, FOB Group 3, 
down 0.5¢ per gal.; and 5¢, Breckenridge, off an addi- 
tional 0.375¢. 

The new Grade 26-70 prices represented one of the 
sharpest out-of-season breaks in this market in many 
years. Large Gulf Coast buyers of natural are well stocked, 
and some manufacturers said that they still were un- 
certain whether the reduced quotations would stimulate 
new business. One manufacturer said a large refiner-buyer 
at the Gulf told him that he couldn’t take in additional 
material “even if the price were 1¢ gal.” 

Along with natural gasoline, the liquefied petroleum gas 
market eased in the Mid-Continent (see P. 75). 

High inventories of motor gasoline at the Gulf have had 
much to do with the weakness in natural gasoline prices, 
according to cargo traders. There have been virtually no 
“live” inquiries for spot motor gasoline, either in barge 
or cargo lots, for over a month, some sources said. Sev- 
eral contract negotiations for 1954 gasoline also have 
bogged down because of uncertainties in the market. 

At the Gulf, lower prices were reported for several 
grades of motor gasoline, with 87 oct. regular off 0.125¢ 
to 11.625¢. Refiners also reported prices of 11¢ for 83 
oct. regular-grade, 10.625¢ for 79 oct., and 10¢ for 70-72 
oct. leaded, off 0.25¢, 0.375¢, and 0.5¢, respectively. It 
was the first decline in cargo prices for gasoline since 
quotations advanced at the Gulf following the mid-June 
crude oil price boost. 

Light and heavy fuel oil prices, both at the Gulf and 
along the eastern seaboard were beginning to show signs 
of seasonal firmness. 

Sun Oil Co. reported an advance of 0.25¢ per gal. in 
its tank car and barge prices for kerosine, No. 2 fuel, 
and Diesel oil at ocean terminals where it markets in the 
East, effective Oct. 15. 

Sun was the last major marketer in the East to advance 
distillate prices since the mid-summer crude increase of 
25¢ per bbl. Other large eastern marketers, following a 
move by Esso Standard on June 19, increased their dis- 
tillate prices 0.6¢ per gal. Early in July, however, most 
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of these marketers rescinded from 0.3¢ to 0.35¢ of their 
initial advance. 

That the majority of developments fell in line with 
seasonal expectations was of little consolation to many 
suppliers who cite overall weakness in prices. These sources 
point out that reduced gasoline prices at the Gulf in no 
way stimulated sales, and that “feeler” offerings at prices 
0.25¢ lower were being made with buyers evincing little 
or no interest. 


» marketers say higher prices for distillates in 
the East “don’t mean much” when many cargo resellers 
are asking their suppliers to defer shipments because of 
slow sales. At New York harbor, where refiners and ter- 
minal operators generally quote 9.9¢ for barge lots of 
No. 2 fuel, trade sources said that bids ai 9.4¢ were all 
that would be necessary to bring out supplies. 

The Fall increase in ocean freight rates also has been 
one of the mildest in years, with the result that “cheap” 
distillates can readily be laid down at New York from 
the Gulf. As one trader pointed out, the Gulf-New York 
differential of 1.65¢ on No. 2 fuel “might have been all 
right in other years when ocean rates were USMC plus 
200%.” The last reported clean Gulf-New York ocean 
voyage was at USMC minus 30%, which is the equivalent 
to 0.65¢ per gal. for No. 2 fuel. 

With the exception of Mansfield, Ohio, “war getting 
worse” describes the status briefly of most of the current 
retail battles for gasoline gallonage. Prices below are ex- 
clusive of combined state and federal tax, amount of which 
is indicated in parentheses: 

Mansfield, Ohio (7¢)—Standard of Ohio on Oct. 19 
reported increasing its price for Sohio X-Tane (regular) 
gasoline by 5¢ gal. at company-operated service stations. 
New price of 20.9¢ is 0.2¢ under so-called “normal” for 
Mansfield area. Definite improvement is indicated in retail 
price war prevailing here since mid-August. At outset, 
Sohio reduced prices 2.2¢ to meet competition of two 
private brand retailers. Further reduction of 3¢ gal. was 
made on Sept. 28, which brought price at Sohio company- 
operated stations down te 15.9¢. Retail prices currently 
are described as “pretty uniform” at around 20.9¢ level. 

New Jersey (5¢)—War spread from Linden-Elizabeth 
area south to Asbury Park and other shore resorts. Sup- 
pliers who previously allowed 1.5¢ “voluntary” off tank 
wagon in Linden-Perth Amboy area said that “discount” 
extended all the way to Manasquan. Retail prices range 
from 14.9¢ to 21.9¢, latter the so-called “normal.” Low 
for major brands is 17.9¢. 

Oklahoma City, Okla. (8.5¢)—Retail prices slipped an- 
other 1¢ with most stations posting 14.4¢. Most suppliers 
met Continental Oil’s tank wagon reductions (see Oct. 14 
NPN, P. 56), and it was said that some suppliers have 
gone 1¢ lower. 

Portland, Me. (8¢)—Prices down 2¢ in this city, and 
“cut” postings have spread to Biddeford and Saco. Most 
outlets post 17.8¢ for regular-grade gasoline with some at 
16.9¢. “Normal” is considered 20.9¢. 

Providence, R.I. (6¢)—Prices dropped again after last 
month’s bounce back to near “normal.” About 15 stations 
handling major brands are selling at 16.9¢, or 4¢ below 
20.9¢ that was prevalent three weeks earlier. “Normal” 
retail is 21.4¢. Cuts in Providence have spréad to Woon- 
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socket, R.I., Fall River, Attleboro, and North Attleboro, 
Mass. 


Wilkes-Barre, Pa., (7¢)—This city has distinction of hav- 
ing lowest gasoline prices in the East. Not since the east- 
ern Penna. price war of two years ago, when Chambers- 
burg prices fell to 7.5¢, have prices been lower. Major 
brands selling at 6.9¢, retail, were reported in Wilkes- 
Barre area, and 8.9¢ and 9.9¢ pump prices were “fairly 
common” in the city proper the past week. Spot checks 
on major brands elsewhere in Susquehanna Valley show: 
Pittston, 6.9¢; Plymouth, 8¢; Kingston, 7.9¢; West Pitts- 
ton, 9.7¢; and Luzerne, 8.9¢. Tank wagon prices were 
“10¢ off normal” at 6.7¢ gal. 


Gulf Coast 


Gasoline Prices Slip 0.125¢-0.5¢ 


Prices for regular-grade and low actane gasolines at the 
Gulf slipped in amounts ranging from 0.125¢ to 0.5¢ per 
gal. the past week in the first change for these products 
since quotations were advanced after the mid-June hike 
in crude oil postings. 

Lower prices for gasoline reported by refiners were: 
87 oct. regular grade, 11.625¢, down 0.125¢; 83 oct. 
regular, 11¢, down 0.25¢; 79 oct., 10.625¢, down 0.375¢; 
and 70-72 oct. leaded, 10¢, down 0.5¢. 

The lower gasoline prices culminated many weeks of 
reports of “shaded” quotations, and it was the opinion of 
several refiners that new customers would still be shy, 
even at the reduced levels. 


One refiner declared that offerings of 60,000-bbl. tow 
barge lots of 83 oct. gasoline at 11¢ to the upriver trade 
had failed to provoke any counterbids. According to an- 
other refiner, export buyers could find 70-72 oct. leaded 
gasoline “probably at 9.75¢,” and still other sources esti- 
mated that the entire gasoline market was too well supplied 
despite the reduced manufacturing schedules at many 
plants. 

Premium gasolines fared somewhat better than other 
grades, and no changes in quotations were reported for 
these grades. At the same time, there were unconfirmed 
reports of 0.125¢ “discounts” having been quoted on 
93 oct. premium. 

The gasoline price reductions brought about no notice- 
able increase in trading, and inasmuch as heating oils were 
quiet pending a working-off of sizeable stocks up north, 
the cargo market generally was described as inactive. No 
sales in cargo lots were disclosed. 


Midwestern (Chicago-E. St. Lovis Area) 


Heavy Fuel Prices Rise 5¢ Bbl. 


Refiners’ prices for No. 6 fuel were up another 5¢ in 
the Midwest last week and traders said even with higher 
prices, product was “extremely scarce” in open market. 

Light fuel and- gasoline markets remained inactive. In 
light fuels, however, refiners said there was some move- 
ment against contracts. Gasoline still was available at pipe 
line terminals at “0.125¢ off” and “0.25¢ off” delivered 
terminal prices, but no open market trading was reported. 

Refiners’ quotations for No. 6 fuel ranged from $1.25 
to $1.30, Group 3. Just prior to the increase, one buyer 
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said he had solicited eight refiners, all recent sellers, and 
found none willing to offer. In one instance he was turned 
down on his bid of $1.25—5¢ over range low at the time. 

Although tank car marketers generally said No. 6 fuel 
was held closely, one disclosed purchase of 5,000 bbls. for 
resale and shipment over October with price to fluctuate 
“up and down with Wall Street Journal low (Chicago edi- 
tion), date of shipment.” 


Chicago District 


Low Sulfur No. 6 Fuel Up 0.1¢ 


Two Chicago District suppliers advanced their residual 
fuel prices 0.1¢ gal. last week which resulted in a similar 
increase on the range low for low sulfur No. 6 fuel. Gaso- 
line and light fuel prices were steady even though stocks 
were on high side and demand quiet. 

Prices for low sulfur No. 6 fuel ranged from 6.1 to 
6.375¢, and all grades of residual fuel were closely held, 
according to open market traders. Nevertheless, several 
sources said there was a “certain amount of shading” going 
on in tank wagon prices. 

Warm weather held light fuel shipments to a trickle, and 
one terminal operator said he was faced with cancelling his 
next two shipments of distillate from the Gulf Coast since 
his tanks were “brim full.” 

Reports also indicated another flurry of uneasiness in 
retail prices as far as haulers were concerned. 

Some haulers were “giving away” 0.5¢ of their 2.8¢ 
margins for range oil and No. 2 fuel. For the most part, 
they were paying 12¢ and 11¢ for the two grades, 
respectively; posted tank wagon prices of large oil com- 
panies were 14.8¢ and 13.8¢ in largest quantity brackets. 


Central Michigan 


Heavy Fuel Again Unsettled 


Prices for No. 6 fuel again were unsettled in Central 
Michigan last week when refiners, in some instances, said 
they were being “pushed” into “shading” quotations to hold 
certain accounts. 

Pleasant weather continued to retard light fuel ship- 
ments, but gasoline sales were described as good by most 
refiners. Refiners’ prices were unchanged for all products. 
Trading was confined to inter-refinery dealings in gasoline 
where suppliers sought to cover commitments while their 
plants are down for clean out. 

Season netbacks as low as 6.5¢ gal., FOB Central 
Michigan, for No. 6 fuel to certain large consumer ac- 
counts kept the residual market unsettled despite product's 
strength in other refining districts. 


Atlantic Coast 


Distillate Prices Point Upward 


Prices for heating and Diesel oils were up 0.25¢ per gal. 
at most middle Atlantic and New England terminal points 
the past week following advances by Sun Oil and one New 
York harbor Independent. Warm weather continued to 
restrict activity -in these oils, however, and most other 
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OIL MARKETS 





Summary of Daily Gasoline Prices 


(Oct. 13 through Oct. 19) 





Motor Gasoline 93 Oct. (Premium): 
N. Tex. (Texas & New Mex. shpt.).. 
W. Tex. (Texas & New Mex. shpt.) 
E. Tex. (Truck Tnsp.)............. 

Motor Gasoline 90 Oct. (Premium): 
Okla., Group 3 (Okla. shpt.)..... 
Okla., Group 3 (Northern shpt.) 
Midwestern (Grouo 3 basis). , 

N. Tex. (Texas & New Mex. shpt.). 
W. Tex. (Texas & New Mex. shpt. ).. 
E. Tex. (Truck Tnsp.). Vavhave 
Cent. W. Tex. (Truck Tnsp. Boe eso 

Motor Gasoline 88 Oct. (Premium): 
N. Tex. (Texas & New Mex. shpt.). 
W. Tex. (Texas & New Mex. shpt.). 
E. Tex. (Truck Tnsp.)............ 

Motor Gasoline 84 Oct. Benetar)s 
Okla., Group : (Okla. shpt.). 

Okla. Group 3 (Northern shpt. es 
Midwestern (Group 3 basis) 

N. Tex. (Texas & New Mex. shpt.). 
W. Tex. (Texas & New Mex. shpt.). 
E. Tex. (Truck Tnsp.) 

Motor Gasoline 82 Oct. (Regular): 
= Tex. (Texas & New Mex. shpt.). 

E. Tex. wr Tnsp.) 
Cent. W. 


Motor, Gasoline 60 Oct. M & below: 
Okla., Group 3 (Okla. shpt.)....... 


N. Tex. (Texas & New Mex. shpt.). 
= Tex. (Texas & New Mex. shpt.) 
E. Tex. (Truck Tns>.).......... The 
Cent. W. Tex. (Truck ,. } ae 
Motor Gasoline 92 Oct. derpmenenigl 
New York harbor. 
New York harbor, barges 
Philatelphia, .... 
timore. . 
Baltimore, barges .. 
Motor Gasoline 86 Oct. (Regular): 
New York bor ‘ 


Tex. (Truck Tnsp.).......... 


Monday 
Oct. 19 
13 .75-14 .25 


13.5 
13.5 


(2)12 5-13 . 125 
(6)12 375-12 .125 
(4)12 375-13. 125 


-5-11 .625 
.875-11 .625 
-375-11 .625 
15-12 .7 
75-12 .25 
- 75-12 .25 


75-12 .25 
11.75-12 
11.75 


10 .625-11 .125 
10 .625- 4 875 (2) 
10 .625-10 .875 
10-75-11 % 
11.25-11 5 
—- 


15.4-15.7 


14.15-14.6 
13-14.1 

(2)14.5-14.6 
14 


Friday 
Oct. 16 


-s 75-14.25 
13. H 


(2)12 5-13 .125 
(6)12.375-13 .125 
(4)12. ae 13.125 
13-13 .75(2) 
13-13 .75 
13-13 .75 
13 


12.75 
13 
13 


(2)11.5-11 625 

(7)11.375-11 .625 

bat 375-11 .625 
11.75-12.7 
11.75-12.25 
11, 75-12 .25 


(2)11.75-12 .25 
11.75-12 
11.75 


10 625-11. 125 
10 .625-10 .875(2) 
10 .625-10 875 
10.75-11.8 
11.25-11.5 

on * tam 125 


15.4-15.7 
15 .3-15.6 
16(2) 
14.4-16.6 
14.4 
14.15-14.6 


13-14.1 
(2)14.5-14.6 
14.4 


Thursday 
Oct. 15 


13 .75-14.25 
13.5 
13.5 


(2)12 5-13 .125 
(6)12 375-13 .125 
(4)12 375-13. 125 
13-13 .75(2) 
13-13 .75 
13-13 .75 
13 


12.75 
13 
13 


(2)11 5-11 625 

(7)11 375-11 .625 

(6)11.375-11 .625 
11.75-12.7 
11.75-12.25 
11.75-12.25 


(2)11 75-12 .25 
11.75-12 
11.75 


10 .625-11 .12 
10. $25-10. ais 
10 625-10 
10.75-11. 4 
11.25-11.5 
(2)L1-11 125 
11 


15 .4-15.7 
15 .3-15.6 
16(2 


(2) 
14.4-16 6 
14.4 


14.15-14.6 
13-14.1 
(2)14.5-14.6 


Wednesday 
Oct. 14 
13 .75-14 25 
13.5 
13.5 


(2)12 5-13 .135 
(6)12 .375-13 .125 


5-11 .625 
.875-11 .625 
.875-11 .625 
-15-12.7 
.15-12 .25 

- 75-12 .25 


-15-12 .25 
11.75-12 
15 


10. 
10.75-11.8 
11.25-11.5 

(2)11-11 .125 
ll 


10 .625-11 
10 .625-10. sts) 
625-10 .875 
15 .4-15.7 


14. ot 6 
13-14.1 
(2)14. >t 14.6 


Tuesday 
Oct. 13 
18.75-14 .25 
13.5 
18.5 


(2)12 .5-13 . 125 
(6)12 .875-13 .125 
(4)12 .375-13 . 125 
13-13 .75(2) 
13-13 .75 
13-13 .75 
13 


12.75 
13 


-5-11 .625 
875-11 .625 
.875-11 .625 
-15-12.7 

. 75-12 .25 
15-12 .25 


(2)11 .75-12 .25 
11.75-12 
11.75 


10 .625-11 . 125 
10 .625-10 pasts) 
10 .625-10 .875 
1 11.8 
11.25-11.5 
os; dhnetamel 


15 .4-15.7 
14.15- is 6 


13-14 1 
(2)14.5-14.6 
14.4 


4 
(2)13 .4-14.8 
13.4 
Motor Gasoline: 
Western Penna., Bradford- Warren: 
90 Oct. 
86 Oct. (Regular). . 


Western ps) ou City: 
90 Oct. (Prem 


15 .15(2) 


14.15(2) 14.15 


15 .15(2) 
sehehe bin 4 14.15(8) 
Western Penna., Pittsburgh: 
90 Oct. (Prem 4 15.5 
- ¢ 14.25 


15.5 


14.25 


(2)13. % 14.8 
13.4 


15 .15(2) 
(2) 


15 .15(2) 
14.15(3) 


(2)13 .4-14.8 (2)13 .4-14.8 (2)13.4-14.8 
13.4 13.4 13.4 


15 .15(2) 
14.15(2) 


15 .15(2) 
14.15(2) 


15 .15(2) 
14.15(2) 


15 .15(2) 
14.15(8) 


15 .15(2) 
14.15(8) 


15 .15(2) 
14.15(8) 


15.5 
14.25 


15.5 
14.25 


15.5 
14.25 





products remained in the trading lull of several months’ 
standing. 

Kerosine, No. 2 fuel, and Diesel oil were quoted at higher 
prices generally at terminal points from Portland to Balti- 
more. For barge lots at New York harbor, kerosine prices 
quoted generally by refiners and terminal operators were 
at 10.9¢ per gal.; No. 2 fuel, 9.9¢. 


At the new higher level of distillate prices, quotations 
were described as “perched precariously” pending new de- 
velopments either in Gulf cargo market or ocean freight 
rates. Trade sources pointed out that the current differential 
between Gulf Coast and New York harbor No. 2 fuel prices 
was 1.65¢, which, with a freight rate of about 0.7¢ per 
gal., allowed for “considerable slack.” 

Higher prices for heating oils had little or no effect on 
sales, according to most reports. Most terminals already are 
well supplied with products, which left the general trading 
situation somewhat unwieldy. Warm weather also was 
causing slow re-orders at all levels of supply, with the 
result that many New York harbor sources said they seldom 
had seen more quiet trading. 

Diesel oil prices quoted by eight suppliers at New York 
harbor were at 10.4¢, up 0.25¢ on the low side; at Phila- 
delphia, following Sun’s advance of 0.25¢, six suppliers 
offered the same product at 10.5¢ 

With distillates unseasonally slow, the entire oil market 
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appeared to be waiting for a change in the weather. A 
major supplier declared that he knew of no spot sales of 
kerosine having been made in the past six weeks. Similarly. 
one trader said that barge gasoline trading had been equally 
quiet. An Independent New York supplier estimated that 
bunker oil prices were “firming,” but added that “in the 
absence of new business” he had no way of assessing the 
trend. 


Mid-Continent 


Residual Strong, Other Products Weak 


Most trade talk in the Mid-Continent wholesale market- 
ing area continued to center around residual fuel the past 
week. And for a good reason. Residual was, according to 
most trade sources, the only really firm product, with prices 
up 5¢ from the previous week and demand still climbing. 

Other refined products, meantime, continued in plentiful 
supply and relatively weak demand, with prices subject to 
“shading.” 

No. 6 in Oklahoma at end of week was quoted at $1.25 
by five refiners, while others reported still higher prices. 
This represented a 5¢ bbl. increase over previous low 
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quotation, but still buyers said they were unable to find 
material in “any great quantity.” 

Resellers, normally accustomed to buying residual at 5¢ 
or more “under published prices,” said last week refiners 
were unwilling to sell “under the lows.” This was true, they 
said, for both low and high sulfur No. 6 fuel. 

And, some refiners who could offer material to open 
market buyers said they were waiting for “better offers.” 
At least one in Oklahoma admitted that he had material 
to sell, over and above his present contract commitments, 
but added that his storage was “comfortable” and he was 
waiting for “the market to ease up a little more.” 

In Arkansas, prices were 5¢ higher for all grades of 
residual, at $2.00 for No. 4, $1.80 for No. 5, and $1.65 
for No. 6. 

Gasoline remained in fair demand, considering the sea- 
son, but dry weather in northern states wasn’t helping 
refiners any in their efforts to drain their inventories. 
Trade sources said material was freely available at northern 
pipe line terminals at 0.25¢ “under published prices,” plus 
transportation. 

Warm weather also continued to hold back northern 
shipments of distillate fuels. A few shipping instructions 
were coming in from regular-customer buyers, but other- 
wise, distillate trading was described as “dead.” 

The same was true on lubricating oils. No trading activity 
was reported, and “discounts” were reported available on 
most grades. 


Western Penna. 


Lube Prices Down; Wax Firmer 


Prices for some Western Penna. bulk lubricating oils 
ranged lower following reductions in quotations of 2¢ for 
neutral oils, 1 to 3¢ for cylinder stocks, and 4¢ for bright 
stock reported the past week. 

Only one note of optimism about lubricating oil market 
was sounded. One refiner said that while there were very 
few spot inquiries, there was “quite a little pick up” in 
orders from regular customers, especially from compound- 
ing trade. 

Other refiners generally reported bulk lube market as 
“pretty quiet,” “very slow,” or “stagnant,” with regular 
accounts buying on a hand-to-mouth basis. Branded motor 
oils for most part, however, continued moving out well. 


Surplus LPG Still in Mid-Continent 


Surplus supplies of liquefied petroleum gases still could 
be found in the Mid-Continent and the Southwest, accord- 
ing to reports the past week. Market reports were mixed, 
however. Some producers said they already were behind 
on orders, while others declared they see a buyer’s market 
ahead until cold weather arrives. 

Sales of propane were reported at 3.75¢ bal., Group 3, 
and some sources said that additional material could be 
bought at 3.5¢. Contract price of most sellers was 4¢, 
unchanged. 

Compared with contract prices for butane ranging from 
4 to 5¢, offerings were in spot market at 3.5¢, Group 3. 
Isobutane was relatively firm at 6.5¢, it was said. 

Some strength was noted in wax market. One source 
termed it “much firmer” and another “quite strong.” Re- 
duced refinery runs and slight pickup in export inquiry 
were cited as reasons. 
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Crude Oil Prices 


Pure advances Hallanan field 7¢/bbl. (see this 
page). No other changes reported in crude oil 
prices in week ended Oct. 17; for complete price 
schedules, see Sept. 30 NPN, P. 105-106. 











Warm fall weather kept gasoline shipments at a steady 
pace with no signs of slackening, but heating oil demand 
picked up only slightly, refiners said. 


Oil Price Index Rises 


Increase in Bureau of Labor Statistics’ wholesale oil 
price index for residual and distillate fuels and kerosine 
overrode decrease of lubricating oils and brought over-all 
price index up 0.3% for week ended Oct. 13. Complete 
index, based on Platt’s OILGRAM quoiations, is shown 
below for weeks ended on dates indicated (1947-1949 
equals 100): 

% Change 
Oct. 6 to 
Oct.13 Oct.6 Oct.14 Oct.13 
1953 1953 1952 1953 
Crude and products 116.6 116.3 108.5 +0.3 
Crude 120.9 1209 109.0 
Refined petroleum 115.8 115.4 108.4 +0.3 
Gasoline ... 125.2 125.2 115.0 
Kerosine 113.4 112.4 112.8 +0.9 
Distillate fuels 119.4 118.1 4124 +41.1 
Residual fuels 93.1 92.3 80.7 +0.9 
Lubricating oils 80.5 81.1 97.5 —0.7 
Natural gasoline 93.5 93.5 101.5 


Bureau’s wholesale price index for other commodities 
was down 0.2% to 110.1 for week ended Oct. 13. Bureau 
corrected last week’s figure to read 110.3. 


Hallanan Field Crude Price Up 7¢ 


Chicago—lIncrease of 7¢ bbl. in prices it will pay for 
crude oil purchased in Hallanan (Strawn) field, Midland 
County, Tex., effective Oct. 5, is reported by Pure Oil Co. 
Its new schedule for Hallanan oil ranges from $2.48 for 
below 20 gravity up to $2.90 bbl. for 40 gravity and 
above. 

Company also has announced following initial postings, 
effective Oct. 5: 

All fields in Morgan County, Colo.—Prices range from 
$2.60 for 25 gravity up to $2.90 for 40 gravity and above; 

Cayuga Northwest (condensate) Henderson County, Tex., 
$2.90 bbl. flat. 





NPN Gasoline Index 
cents 


Dealer T. W. 


gal. 

Tank Car 
Oct. 19 16.50* 12.70 
Month Ago 16.45 12.70 
Year Ago . 15.26 11.65 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 


Tank car index is weighed average of following whole- 
ee eae, ee ae eee FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 


* Previous figures revised to following: Oct. 5 and 12, 
16.50. 














in effect October 19 at Refineries and Terminals 


Gasoline 


OKLA., Group 3 (Okla. shpt.) 


g 12 56-18 .125 
11 5-11 .625 
10 .625-11 .125 


CALIFORNIA 


OKLA., Group 3 (Northern shpt.) 


oi 875-13 .125 
11 .375-11 .625 
10 .625-10 .875(2) 


MIDWESTERN (Group 3 basis) 


§ 12 .375-18 .125 
6)11 .875~-11 .625 
10 .625-10 .875 


N. TEX. (Texas & New Mex. shpt.) 


13 .75-14 .25 
a 


RR88 


Pi 


18.5 
13-18 .75 
18 
11.75-12.25 
11.25-11.5 


S8LeS3 F ene? a SRzS 
if 


d seeeee 
a a7 


11.75-12 
(2)11-11 .125 


3B 
R82 


= 
= 
tal 


+ (For shipment to Ark. & La.) 


90 Oct. 
80 Oct. 
60 Oct. 


44 wow. 
58 & above D.I. Diesel 
No. 6 fuel 


12. . 
(2)11 .875-11 .75 
11 875-12 .875 
10 .6-11 .625 


iste} 
14.152 


4183} 
14.153 


15.5 
14.25 


Ohio—Quotations of 8.0. Ohio for deli to 
Ohio points: “denied 


KANSAS (For Kansas destinations only) 


Prices herewith are reproduced from Platts OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose ln 
to reporting oil industry pri h oO ane ane 

oi prices everywhre. 

Prices shown in tables are sales prices or quotations or general offers 

posted prices by refiners, by pipeline terminal operators, and 
rators; for current sales and shipments; for the busi- 
stated ; ept Tank W. prices, prices are for 
bulk lots such as tank car, truck transport ge; prices applying to 
barges or cargoes or truck transpot lots only, so designated; OB re 
fineries or terminals; in cents per gal., except bbl. where $ sign is 
; wax and pe eS ee Pe ae ex all fees and taxes; 
for crude oil and its Nira ye lawfully produced and transported; re- 
ported as received by OJLGRAM and National Petroleum News but not 
; for subscribesr’ private use only and not for resale or 


OKLA., Group 3 (Northern shpt.) 


MIDWESTERN (Group 8 basis) 


41-48 WW... 2. cece eee ees ae ore-3 ae 
5)8 


N. TEX. (Texas & New Mex. shpt.) 


Css vs tcncsscuvncees 9.2-10(2) 


W. TEX. (Texas & New Mex. shpt.) 


ARK, (For shipment to Ark. & La.) 


oe 
3 
a 


)14.1-18.1 
)18 1-15 .6(2) 


BER wcese 
assprs & 


11.55-11 95 
-15 


a 10 
Kerosine, Gas & Fuel Oils 11- 


11.45 
10 .75-11 .05 
10.75 


OKLA., Group 3 (Okla. shpt.) epee” 10:75 


(3 
A y10.9-11 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries.) 


te 
5)8 .875-9 .875 
-625-9 


. (2)8.25-10 
| a8 250) 


OHIO—Quotations of S.O. Ohio for delivery to 


(2)8 .625-8 .875 (2) No. 2 fuel 
(5)8 625-8875 Diesel (Light & Med.) 


CALIFORNIA 


San Joaquin Valley Dist.: 
os 7. igi gaaeekens ss oh bi'is 
9.625 ea , j 5 
(2 .15(2) Light fuel $2 .85(2) 
1.75 Diesel fuel ae ; 12 .2-13.3 
Stove dist. ED ies ina 18 .7-14.8 


San Francisco Dist.: 


14.3-14.8 
$2 .05-2.15 
$2.35(2) 
12.2-13.3 
13.7-14.8 


Los Angeles Dist.: 
40-48 w.w...........-...... (@)I8,8-14.2 
1 .80-2.10 
-25-2 .80 
10 25-18 .2 
10 .5-14.7 


ort 


with te 


nw 
oats 
Qaperr 


(Group 3 & Breckenridge prices are to blenders 
on freight basis shown w. Shipments may 
po may in any Mid-Continent manufacturing 
district. 


9 .125-10 .25 
8 .875-9 .625 FOB GROUP 3 
8 .875-9 .375 
8 .625-10 
8-9 .625 


$1 65-2. 
(8)$1 25-1 .65 


x5 .875 (Quotations) 


x5 (Quotations) 


distribution or pemigeten. During period of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OLLGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 

where letter M is used to indicate that octane rating is 
by A otor Method. For further details of price conditions spely 
to any NPN—OILGRAM office or see back of any OJLGRAM Price 


For complete price service delivered daily from nearest OILGRAM 
ublishing office, New York, Cleveland and Houston, address Platt’s 
rice Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription rate in U. S.: $150 per year, payable in advance. 


NATIONAL PETROLEUM NEWS « October 21, 1953 





some FASTER 
SERVICE 


that increased our business”’ 











“Our new Butler transport and truck tank are an ideal 
team for serving both farm and commercial customers. 
The combination of a big-payload transport and a handy 
delivery unit helps us give fast service at low cost. This 
has helped us to substantially increase our business. 

“The transport will soon pay for itself! Butler designed 
it to haul maximum payloads within scale requirements. 
Speedy unloading helps us to make as many as four 102- 
mile round trips to Chicago daily. 

“The truck tank has 1,200-gallon capacity that greatly 
reduces backtracking to reload. This route-matched size 
and fast emptying enable us to make more deliveries a 
day—a big help during rush seasons.” 

Find out what route-matched by Butler can mean to 
you in greater profits. Write today! Address the office 
nearest you. 


A BUTLER MANUFACTURING COMPANY 
Tee SE eS 


913 Avenue W, Ensley, Birmingham 8, Alabama 
Dept. 54, Richmond, California 


Manufacturers of Oil Equipment © Steel Buildings « Farm Equipment ¢ Cleaners Equipment © Special Products 
Factories located at Kansas City, Mo. * Galesburg, Ill. + Richmond, Cal. + Birmingham, Ala, « Minneapolis, Minn. 


Big commercial deliveries are made on 
a few hours’ notice with our route-matched 
delivery team. 
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PRICES in effect October 19 at Refineries and Terminals—Cont. 


12 .375(3) 
12 .875(2) 
12 .875(4) 


12.875 
(2)13 .125-13 .375 
(2)14.125-14.625 





16 
16(3) 
) 1 ager, pgepapaae of 8.0. Ohio for delivery to 


Ohio points 
18.6 


17.0 
15.875 


12.25 


KANSAS (For Kans., Dest’n. only) 
12.5 


Mineral 
Spirits 

New York Harbor. 18(4) 17(6) 
17.5(4) 16 .5(5) 
eeee 16 .5(8) 
18 .5(4) 17.5(6) 
Sree 17.5(8) 


Petrolatums 


WESTERN PENNA. 
(Bbls., carloads; tank car, 1 to 1. 5c less.) 
7125-7 .75 
6.75-7 .375(2) 
6 .625-7 .25 
6 .125-6 .75(2) 


4.75-5 .375 





Mid. 
by SCULLY SIGNAL COMPANY cambridge st itass. 
Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario 








New York 





Marketer of Petroleum Products 
NEW ENGLAND PETROLEUM CORPORATION 


Boston 














lar business letterhead. No obli- 
gation on your part whatsoever! 
Mail your request today! Platt’s 
OILGRAM Price Service, 1213 
W. 3rd. St., Cleveland 13, Ohio. 


Get the OILGRAM Habit! 
Read OILGRAM Daily— 


MONDAY through FRIDAY 





COMPLETE DAILY olt PRICE SERVICE 
DIRECT from the Nation's Leading Oil Centers 


Timely, reliable market information when you need it most—delivered 
at your desk—by fastest mail—every morning! Buying, selling, trading 
facts! Accurate, daily price reporting of more than 600 different prices 
of petroleum products from the nation’s leading oil centers. Rapid-fire 
market fluctuations compiled, recorded, produced and released through 
private wire facilities—backed by more than 30 years of expert NEWS 
and PRICE service publishing experience. SPECIAL!! One week trial 
subscription with our compliments. Just send your request on your regu- 


A McGRAW HILL PUBLICATION 











Lubricating Oils 


WESTERN PENNA. 
—ittiiatoowines = 
ported, to j ders only. 

Viscous Neutrale—No. 8 col. Vis. at 70° F. 200 
lop * ag at 100°) 420-425 fi. 





Bright Stocks 
te -155 vis. at 210° ,540-550 fi. No. 8 ‘ai 5 


(s)19-20x. 


15(2)x 
17(2)x 
20(3)x 
24(2)x 


MIDCONTINENT LUBES 
FOB Tulsa basis, f shipment only 


lor domestic 
Bright Stocks, vis. at 210° Neutrals, vis. at 100 
0-10 p. p. 


Neutral Oils— Conventional 
Col 


150-160 vis, 0-10 p.p., 95_v.1. (2)23-24(8) 


Neutral Oile—Solvent (95 v 


16.6 


GULF COAST—Seolvent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 


Bright stock—Vis. at 210° 


ag 8 0-10 pour test, 
ba 21 .6-22.5(2) 


Neutral Oile—Vis. at 100°; 95 v.i.; 0-10 p.t. 
ones 


15 .25-1 
15 .75- 1a) 
17 .75-18 


(Vis. at 100° F. FOB S. Tex., refineries for do- 
mestic and/or export shipment.) 


12 .25(6) 


16 .75(6 
(2)17 25-17. TB) 
(2)18-18 75(4 


12 .25(6 


16.7 
(2)17 .25-17. Teta 
. (2)18-18 .75(4 


NATIONAL PETROLEUM NEWS «+ October 2], 1/953 





LPG Prices Atlantic & Gulf Coasts 


(Of refiners, FOB refineries, in cents per gal. Prices are of refiners, FOB their refineries & tanker terminals and of tanker termina! operators. FOB their 
tank cars or transport trucks) terminals. Ships’ bunkers prices are exclusive of lighterage. 


Commercial Industrial 92 Oct. 86 Oct. 83 Oct. 
Propane Propane Prem. Reg. Reg. Kerosine 
8.75 Gasoline G i i No. 1 Fael (*) No. 2 Fuel (*) 
8.5(8) eA .. 15.4-15.7 14.15-14.6 eeeey 11018) x10(20) 
tees 114.1 aye m0 a8) ” 9(20) 
one ; 15 .2( sie .8(9) x ) 
4-4 .875 : . is4 §=:11..19) x10 .1(10) 
7.5 , 4 13.4 11(4) 10(5) 
12.3 i0.3 9 


:.(6)16.7-17.2 2(9) i4.2 xii 2(16) xi0 2(16) 
(2)14.1-15.25 (2)13..1-13.25 al 11(5) 10.2(5) 
18 .5(2) 11.5-12.5 i i eB: 
13-25-1425 (@)12-25-12.8 9 125-9 25 
WESTERN PENNA. (T.C., in Bulk) do - 2 a 12-12 3 8.5-8 6252) 


.(2)14.4-14.7(6) — (2)18..4-13..7(6) ‘ 10.65 (8) 

White Crude Scale: 7 13.7 ri 11.8 

122-124 A.m.p............. 5(4 13 .4(3) ; i eh 10 .2(2) 

124-126 A.m.p............. 5(4 ves. 16.608) 158) i@ “10. 1(11) 
13.6 12.6 12.1 aio $10 $3(2) 


barges.... 13.6 12.6 sau 
SEABOARD 14.3-14.6 13.3-18.7 i. 257 
Melting points are AMP, 8° higher than EI EMP. 14.4 13.4 : 11.12 
are for carload lots. Domestic ake (2)14.6-14.6 xil ra) 
oe Eeanety cuale Sn bags os Sas fully a Bey do barges. ... 
dabs loose. Export prices are FAS; gaalo i> bags . , @) 
or bbis., fully refined in bags or cartons. 15.3(4 - ( 
: 15 2(5) .... _-§h1.20) x10.2(9) 
14.4-14.7(8) 13 .4-13.7(5) sake 11.8(7 10 .65(7) 
Crude Scale N.Y. Domestic N.Y. Export ‘am 14.2-14.6(8) 18 2-18 .6(4) “ap 11.78 10.65(6) 


124-126 white.... 6.1(2) (2)6 .56-6.1(2) 
13 9-15.35 12 .9-13 .85 12.85 11(7) 10 .2(7) 




















76-8. 
y ® 5 Diesel Oi (*) __ Light Diesel 
8. Gas Oils No.5 Shore Plants Ships’ Bunkers Hebvy Diesel 
(*) No. 4 Fuel Fuel (50 cet.,55d.i.) (45 cet., 45d.i.) Ships’ Bunkers 
N. Y. gl 10.1 (10)$3.22-8.78 $2. x10 .4(8) $4 .34(4) $4 .01(4) 
«+ «se (10)8.19-8.68 2. see bees 
3.98 10.7(4 

28 

2. 

2. 

2 

3 


$.25(2) 


4.84(4) 4.01 
3.19 


10. rs 





9. 4 742) 8.49 


5) 10.616) 4.38(8) 
eaiiem, to, Naber & fiettmeee Jo. wank sa aaa igs 
yh Be Bg do ebro ’ ‘bese 
Miami ; 10. 0.6512) 

(2)18 .85-14 .6x Re — 7 mes 5(5) cam 

(2)12 85-13 .6x ery as 2. 43 2). uo - $.74(8) 


2.75 10-454) 4.34(8) 





“T45) 
4.473(5) 
478 (8) 


4 
3 
4 
10 .3(2) 4.30(2) 
3 
‘4 
4 








2. 96) x10.5(8) 4.3414) 
i0 .65(4) 4.473(4) 
$.21(3) 10. 438 
4 
4 





38. 
2.80 ; -473(5) 
bY aie 10 .55(6 429-4 .431(4) 


10.3(2) 4.30(8) 


Mexican Bunker Prices 
6 Fuel No. 6 Fuel Bunker C 


No. 
No Sulfur No. 6 Fuel Max. 1% Fuel 
0. 8S. DOLLARS PER BBL. OF 159 LITERS No Sulfur Gussantes Max. 1% Sulfur Ships’ 
B Sulfur Bunkers 





Bunker C Diesel s 
(Ships Bunkers) 
Mexican Gulf N. Y. Harbor.. $2.28(13) $2 .25(15) (2)$2.35-2.43 (2)$2.35-2.40 $2 .25(10) 
sasha 2°25(4) 2°43 2-40 





ret 
BE 
ba. 


8.75 


—w 


2.43 2.44 





$5.65 
4.75 
4.76 


~~ 
Can 
~wew 








~~ 





NS Pes 


— ier ew 


2.435) 
(Im Ships’ Diese! Bunker C “43 
Bunkers, or Fuel Fuel 
Deep Tank Lots) (P.S. 200) (P.S. 400) 
San Pedro, Calif... $4.20(5) $1.80(5) 
San Francisco... . 4.41(4) 1.85(4) 


Portland, Ore..... 4.62(4) 2.10(4) (*) A At Atlantio Coast refineries par terminals south of 
Seattle, Wash..... 4.62(4) 2.10(4) k commercial consumers are 0.15¢ higher than 


2 44-254 








19 80) n9 8080 00| £0 80-80] 60 NO nO =| 80 
SRBER SSKVSaeziKs 


— 
aw 

P~o ~~ 
> 


October 21, 1953 + NATIONAL PETROLEUM NEWS 














of 
Petroleum 
Products 











DEEP ROCK OIL CORPORATION 


LA 





REFINERS MARKETING CO. 





HARTOL 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
FTH AVENUE, NEW YORK 20, N.Y 





BARKOW PETROLEUM CO. 


Barrelling—Blending—Canning 
DOMESTIC and EXPORT 
Richmond—Seottle 
P. O, Box 335, Point Station 
RICHMOND, CALIF 








1213 West Third 
13, Ohio 














PRICES in effect October 19 at Refineries and Terminals—Cont. 


Gulf Coast—Cargoes, Domestic & Export, All Ports 
Cargo prices are FOB ship st U. 8. Gulf, minimum of 20,000 bbis.. and are by refiners only to other 
refiners, export terminal operators. The figure in parentheses after each price indicates 
the number of companion quoting that uric. 
{etpiee Gosstine (MIL-F-5572) Kerosine & Light Fuels 
Grade 100 41-48 wien Kerosioe, )-0.25-9.5-9.625(8)-9.15(3) 
_ Fuel, 25(2)-8.5(2)-8.625(8)-8.75(4)-8.875 
Diesel & Gas Oils ‘ ays sa 
43-47 Diesel Index......... 8.875-8.75(2)-8. 
48-52 Diesel cis & 6-8 .875(2)-9-9 125 
58-57 Diesel Index.” :. . .8,625-0(2)-9.25 
Heavy 


mee 12 .75(8)-12 .875-18(2)-18 .25(2) 
12 .25(2)-12 .875-12 .5 


x11 .625-11 .75(3)~11,875-12(4)-12 25 


x11(2)-11 .25(2)-11 875-11 5-11.75 
790 x10 .625 (2)-11(2)-11.125-11.5 
70-72 Oct. M Leaded. . . x10-10.5(2)-10.75-11(2) 


Middle East Crude Prices 


(Prices are bbl. of 42 U. 8. exclusive of local or other tal charges, taxes, etc., 
if any; FO) A AP - Cy DT a fm ty vity applies 
for gravities below and above those n 


Company Price Leading Port aan 
Esso Tanura, Saudi Arabia 

M. E Chote Sales Tanura, Saudi Arabia 7-21-58 
| me op ee 1-88 
1-16-53 
1-20-53 
1-24-63 
1-16-58 
1-16-58 
1-16-58 
7-11-68 
7-24-53 


$2 .60-2 .66 
$1 .85(7)-1 .90(2)-2.60 


iH 


) 





SEESEEE 
rere 


my-Vacuum 
lo-Iranian 





£2 
be 
w 
i 








Reet esses 
i 


it 


th 





Lababatatetatetetetetetes 
SRSSNISSSSLES 


| 





att 


1-11-68 
1-21-68 
7-24-58 
1-16-68 
1-17-58 
= 





Bu 


tFE 





: 


f 


oye F 


r=nonono none ce cononone sonore) 
SSRRSRRSSSTSRE 
SESESCeeeeee ree 
BESBSBBSVBsE 
SSSSSESESEESH8I 
He etttttittt itt: 


for tank truck lots; aviation gasoline meet specification MIL- 
vee catia tramsport a 


Grade 100/130 





Buffalo 
15.9(2) 
12.45-12.7(8) 
11.95(3) 


ii|2-11.45(8) 


aaa 8.6 
8.85(2) 7 


ba 
858 
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Tank Wagon Prices 





; where 
any, ore shown in footnotes. 


ee al 
Refining (Regular © Grade) 
Tw. W. T.W. Taxes T. 


“fe 


#3 
; 


ai 
i 


eT ett) 1-1 al 
te bem bo bo cote SSSeessscs 7 


SRaAMACASAwNERRIROH wWiswp Hop ewe 


4 





Cdl alert anticelcaladlandlaal<eiaetlw-ticahaee 


oo Seeceooeoooeo: o2: & &: seeoseosco 
$e eo co a OOD 


AR AAABDH AAD IAAH ‘ 
- ASS oCononne 


Mineral Spirits V.M.&P. 
T.W. T.W. 
20.0 
23.0 


Heavy Fuel Oile—T.W. 
No. 5 No. 6 
Philadelphia ,Pa. : 6.43 


100-299 gals., 2c for less than 100 gals. 
Mineral Spirits prices also apply 
dard Solvent. 


Cont’! (N. B. Prices are Continental’s tank- 
wagon prices. Current selling prices 

Oil may vary from those shown because of 
local conditions. ) 


Gaso- Kero- 
sine 


eee 

—t-t-4-1-4-4-4-4- 4-7 
NIOCCHIAqCaaan 
eeaceeeanee ¢ 
coooowunoaw 





PH AANA OO OOOH 
Caceacnreaaconoe 


at tt et et tt et ND 
DWBDOCHOBHISPSOwDwBwmnwmwew 


ttt dd 
Shoaans 
a Orrwor 


Gasoline ye column yo 
Albuquerque & ang Me 
oe le; Casper, ic. 


i 
- 
s 


Lak Cc nd Twin Falls gasoline 
and’ berosine rice 8 yaaa = Ke A 
>» ook, detest Os 
die gale and over, deduct | <. 
Notes 
TW. prices are to consumers and dealers. 


effect Oct. 19, 1953, 
a = headquarters’ offcss, but sud; 
nspection fees 
— 7 pect 


; N.C. if4e; 


liabes Tenn. 2/5¢; 
Then prices in 


Standard eau HE A “80 a .¢ 
’. aso- 
California T. line 
ptt: Gals. a over Taxes 
16.1 19.6 0 
15.6 
17.2 


~ 
@- 
at 
ae 
oe 
- 





ARBWDAWAAW 


et Dee tt tet tet et tt 
BBaanazaa' 
wonerrnaan 
SSSPSRSSERS 
Wor 30 De me CO -2 
&OO1888880188 OS 
comoouamamonocoe 


n 
— 


Standard Standard 
Diesel Standard Stove 
Kerosine Fuel Furnace Oil 
Bebe. Bee: OU Bele Behe 
(400 gale. & over) (ex all taxes) 


15.6 
17.3 
18.8 
18.6 


= 
@ 
~ 


~~ De, 





SESSLEBS 


pra Oe only; avgas taxes are 2c federal, 
Honolulu—8.5e gas tax lies to motor fuel 


1% to resellers, 2.5% to consumers. 
Notes: 
Gasoline—For other deliveries of Chevron 


Marine trade in Alaska \onoting Chevron 
rye 80/87) where 0.5¢ differential applies 

to 40-399 gal. delivery; for less than 40 gals. 
add 5.0c gal.; except at Honolulu add sy for 


Chevron Aviation 80/87 at Salt Lake City ap- 

>A to } antities in excess of 40 gals. 
m Supreme (Premium) are 

2.2¢ ton t 

Lake, 


% Boise, —¥ 
whieh ay "2.0e gal. higher—than Chev- 

Ton (Regular) for quantity + For less 
than 40 gal. deliveries, add 5.0c gal. Ne 

gals.-and-over price, except at ae an 
E0e l. for less ons 40 gals. (ierinns and 
ide). Add to Chev- 


fy - _ i = » 
sion Saye? ‘quantity delivered 
2.0e 7 91/98, 5.0¢ for 100/130 and 8. 
115/145. 
clu. 8 ee By be o 
y to iv 400 » 
ee on deliveries : than 40 eo 
, add 4c; 
deduct 1.5c. Salt Lake 


Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other del war gt 40-199 
gals., add ic; a gals., 0.5c; less 
than 40 gals., add be 

* Standard No. 2 Burner Oil. 


Humble 


Humble 
G 


18.3 17.5 

18.8 17.5 

é , 18.3 17.5 

. 15.0 ‘ J 18.8 17.5 


Notes: 
T.W. prices are to all classes of dealers and 
consumers. 
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as posted by 


principal marketing companies at 
subject to later correction. 
» Seatnted Fo Wet geecline end kerosine prices, 


"are, as follows 
1/20c; Fla. 1/8; Til. $/10%a3 Ind. 


gasoline; Ark. 
2/280; meng 171006; La. iysae; Minn. § 200c; Mo. 1/250; eb 2/1008: 
1/20¢ ; N. D. 1/20c '2/25e; S. ¢. By 
Wise. 3/100¢." 
Kerosine inspection fees only: Ala. 1/2c; Towa 1/50c; Mich. 1/Se 


Esso Gaxoline 
(Regular Grade) 
— 


Esso 
Standard 

Cons. 

T.W. Tw. Tates t. 


Atlantic City, N. J.. 3. 9 
Newark 9 
is. 8 
17.8 


- 
a 
ey 


PAAAAHAARAAIAHARAAIIIAHAIAHHAH 
&: 

paw OH COAmBDOAMONNCACTSAIBHEOO’ 
awsoocoooceoooeooosooooosoooosooosooosco 
. eee eee ee a a eae wae eae wee 

1 PRA ROO ANAeeareanrne 

> Bee Cone anon aa-ow 


. ecaceeee : : : 
el dl dl iiatiart aiatiadtanadiad 
SOCCCOSOSSCOSC CSCS COESC COCO AAAAISBVSSS42E7R 


— 
oa . . . e e . 
~he- biome a wie OH COeaBDOAMONNCACMS~T 


Maghehes®. w.as 
Min. Spirits 


<2 
<3 


onmoo a: 


a) 


? 


P om Sn OMIM Ow OMI  < 
; 
- 


; ood. 
: &Se: 





ee eee 
COS ene BWenBeowwsewwe 


Kerosine No. 1—Atlantic City 
3800 le for 


7 or more; 
cake, Se for lene than 100 


100— 
N ews for min. deli 
ia eaten altaya Tasha 


Imperia e peice per D. 8. gal. sub- 


Oil ities 


Grade) Kero- 
Gasoline sine 
Taxes T.W. 


mt 


jit 


a 
bs 


St. John’s Nfld. . . 
Halifax, N.S... .. 


esuemesnsey RBs 
Seae RAGED Bw 
Sbesoesoeo® oo: 
RELIELIKKKR ELK: 
cova naaeeto wee 5 


Taxes: Gasoline taxes are seuteal taxes. 


oo 
—_ 





PRICES in effect October 19-Tank Wagon—Cont. 


s/v s/¥ 
pechitane ¢ (Regular Grade) No.4 No.6 
Cons. Cons. Dir. F eee: Kerosine Diesel . Fuel uel 
T.c, Te. yA Ww. da T.W. J ww. Tc ard T. T.W. 
tes Rngg City: 


: WOOK e: Hom HRawo: &: - 





3% city sa Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex 5, tam} 
Kerosine New York ‘cis (ail ‘boroushs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 ga 
All points, tank wagon less 0.5c for deliveries of 800 gals. or more. 
Mobilheat—New York City ‘(all a = and Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gal. or more. 
Notes: Jamestown T.C. prices are delivered prices; all other T.C. prices are FOB bulk terminals. 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. Geant < Grade) 
Sohio Sohio Sohio 


Avia. sumer L. 
9 00 T.W. ers 


-15 : ° 19.4 
23.75 ; 
23. = 


23. ts 
23.75 
-76 
23.75 
23.75 
23.75 
23.75 
-15 
-16 


tors can purchase aviation gasoline less 4c per gal. State Road Tax by supporting perchese wit! 
i contract to hangar operators and 1} 2e off t.w. 
Fuels— Prices 


2 P. are for 100 gals. or more. 50 to 99 gals. add lc per gal., 1-49 gals. add 2c per gal. 
png EB & Solventse—T.W. and drum prices are for deliveries of 500 gals. or more. For other deliveries :150-499 >. add 2c; less than 160 


wn ‘eniea grade) gasoline prices are same as X-Tane unless otherwise noted. S.S. prices are at company-operated stations. 
x Effective October 19. 


— Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of Indiana 
bulk plants where the company’s prices are publicly posted. 
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Oaine le; Mississippi, kerosine 


Notes: 
PSE REE Ne ae On ae ee Consumer t.w. prices are same as net dealer 
of consumers with minimum delivery of 50 gals. prices. 
Effective dates: xJune 23; ¢tJuly 27; *Aug. 1. 
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DISPLAYED: Advertisements 
50 per column 


3. 
UNDISPLAYED. ~Bor Sale’, “Wanted to Buy”, “Help Wanted”, = weeks 
tions owt in, type tia size without border—30 cents a word. Minimum 


charge $7.50 


set in with 
special type or border— 





CLASSIFIED 


“Positions Wanted”—1i5 cents a word. Minimum char, 
number counts 2 words. 
preceding date of issue. 
All classified advertisements are payable in advance. 
No agency commission or cash discounts on classified advertisements 


ge $3 per insertion. 
must reach ws by Wednesday. 





Business Opportunity 


Ww. LESSEE FOR MULTI-PUMP 
service station in Southern California. A oe 
coportunity for an aggressive business man. 
moderate investment required. Box 3. 


Wanted to Buy 


WANTED TO BUY. Timken Lubricant Tester, 
used, in workable condition, with or without 
motor and drive. Send details of price and 
condition to Box 832. 


MULTI-PUMP STATION anette large 
Send Pte details Tocation, ‘aa size, boy oF Toe. 
Dresent volume and price. 829. 


For Sale 


FOR SALE: APPROXIMATELY 1,000 NEW 
4 he oil = olive drab paint. Reason- 
west. 


Located Box 
MODEL U50 AUTOCAR with 2000 gallon, 4 
compartment, skirted = Excellent condi- 
—_ $2,500.00. Quality Oil Co., Dixon, Iili- 


THREE NEW 20,000 GALLON CAPACITY 
horiz. 10’°6” x 31’, 5/16" steel storage tanks. 
$1,645.00 Newark, New Jersey and 

Rosemont, 


at 
Springfield, M Lestan Corp., 
Penn. 


500 GALLON AND 1000 GALLON Interna- 
tional trucks, comp) meters, pumps, 
hose reels. Good contiien. Ready for imme- 
diate operation. Price $500.00. Available for 
inspection at Hoffman —_ 156 East Wash- 
ington Avenue, Bridgeport 1, Conn. Call Tim 
Bogin, Bridgeport 6-1161 for further informa- 
tion. 


For Sale 


ONE BOWSER 1/QT. oil filler and conveyor 
for same. In use now. Changing to larger 
unit. $700.00. Bex 834. 





FOR SALE 


One 1950 Internationa! L170 truck with 
1650 gallon tank, six compartments, 
ae take off, mp and neptune 
100 feet of and reel. Truck 
 y ‘tally skirted 
One 1951 International L160 truck with 
1260 gallon tank, six compartments, 
take off, p and neptune 
meter, 100 feet of and reel, truck 
tank fully skirted. 


—_ of the above service 

ery day and are ge good aoienten 
condition with 70% rubber. 
T. W. Prater, Jr. 

Galf Oil Products Morristown, Tenn. 














LUBRICATION 


Two New Motor Oils 
Ready for Market 


New motor oils continued to appear 
last week as Standard of California 
and Indiana Standard announced their 
latest entries in the field. 

Standard Oil Co. of California’s 
all-purpose premium motor oil, “RPM 
10-30,” put on the market Oct. 12, 
is claimed to be capable of increasing 
gasoline mileage up to 15% in stop- 
and-go driving. The company says 
the new lube also provides combined 
advantages normally found in SAE 
10W, 20, 20W and 30. 

Permalube Motor Oil SAE SW-20 
is the name given by Standard Oil Co. 
of Indiana to its new oil which ap- 
peared this month at its 18,000 dealer 
stations in 15 Midwest states. 

The company is announcing the 
new product in 187 daily newspapers 
with a combined circulation of more 
than 12,000,000. The basic schedule 
calls for full-page, two-color ads in 
many major and secondary market 
papers. 

Augmenting this program are com- 
mercials on 52 radio and 15 TV sta- 
tions in 51 Midwest cities, point-of- 
sale material at service stations, includ- 
ing stationary and moving window 
displays, pole signs and large banners. 

The company says the new oil has 
“exceptional resistance to thickening 
when cold and thinning when hot,” 
making starting easier and assuring 
full engine protectivun immediately. 

Dwight F. Benton, vice president in 


charge of sales, adds that the new 
oil is recommended for “service MS,” 
is suitable also for “service DG,” meets 
military specifications MIL-O-2104, 
and will sell at a slightly higher price. 

With the new oil, he said, “there 
is no longer any reason to wait for a 
cold snap, then rush out to change to 
a winter grade oil. It will meet require- 
ments of both winter and summer 
driving. 
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ABOUT OIL PEOPLE 


Young Marketer 


E. F. Crites, Jr. 


The oil jobbing business offers a fine 
future for young men. But, to be a 
successful marketer, you must “see the 
people and sell, give good service and 
keep good records.” 

So says E. F. Crites, Jr., 27-year- 
old partner in Crites Oil Co., Skelly 
jobber in Fort Worth, Tex. Mr. Crites, 
who also is the company’s manager of 
wholesale and retail sales, feels that 
the biggest problem facing jobbers to- 
day is “the attitude of the majors. I 
believe that if the majors will give the 
jobbers a little co-operation and deal 
with them on an even basis, they will 
be able to work out all other diffi- 
culties.” 


Mr. Crites got his start in the oil 
business while in high school, working 
in service stations during the summer. 
Following his discharge from the U. S. 
Army in 1946, he joined his father’s 
jobbership as cashier, bookkeeper and 
warehouseman. “After three years I 
started selling on the outside,” he 
adds. 


John H. Baird has been promoted 
to assistant to the vice presidents in 
charge of marketing and sales at 
Lubrizol Corp.’s Cleveland office. He 
has been in charge of sales for the 
firm’s Mid-Continent division head- 
quartered in Tulsa for 14 years. 


Charles J. Jarrell has succeeded the 
late Raymond M. Demere as president 
of Colonial Oil Industries, Inc., Savan- 
nah, Ga., and Robert H. Demere has 
been appointed executive vice presi- 
dent. 


84 


Mr. Jarrell got his start in the oil 
marketing industry with Mr. Demere 
27 years ago. Robert Demere, a grad- 
uate of Yale, joined his father in 1946 
after service as a Naval officer in 
World War II. He worked in service 
stations, terminal operations and gen- 
eral office and became treasurer in 
1949. 


L. S. Collins has been appointed a 
vice president of the Carter Oil Co., 
Tulsa. He joined the firm in 1916 as 
a general accountant and was pro- 
moted to comptroller in 1931, a posi- 
tion he held 20 years. He was made a 
director in 1940 and is a member of 
the executive committee. 


N. Y. Ruth, manager of Carter’s 
exploration department, has been 
made a member of the board of di- 
rectors. He succeeds H. F. Moses as 
contact director for the exploration 
and research departments. 


Aubrey (Abe) Hill has been made 
assistant manager of manufacturing, 
lubricating oils and waxes, for all Sin- 
clair Refining Co. refineries, effective 
Oct. 1. 


Virgil L. Snider has been appointed 
motor vehicle engineer for Sinclair’s 
Western and Rocky Mountain districts. 
He succeeds W. A. Dewey, who re- 
tired Sept. 30 after 31 years with the 
company as motor vehicle engineer. 


E. F. Brantley, president of Na- 
tional Petroleum Corp., St. Peters- 
burg, reports that since he started the 
business in 1948 (with one truck, no 
plant and no office) he has built his 
gallonage to more than 2,000,000 gal. 
per year. He now has an office and 
plant, eight service stations and 25 
employes. Two new company stations 
and two leased stations were opened 
in August and Mr. Brantley plans to 
start a fuel oil division next year. 


Joseph K. Baggott has been made 
office manager of Sun Oil Co.’s Ocean- 
side, N. Y., marketing district, suc- 
ceeding the late Carlton W. Lorenz. 
Mr. Baggott joined Sun at Providence, 
R. L, in 1937. He has been at the 
Philadelphia general office for the last 
nine years, serving as special assistant 
in the Middle Atlantic regional office, 
manager of this office, and special as- 
sistant in the marketing accounting 
department. 


G. M. Boyer, 
assistant manager 
of Continental Oil 
Co.’s East Coast 
marketing  divi- 
sion in New 
York, has been 
promoted to the 
newly created po- 
sition of admin- 
istrative assistant 
to the general 
manager, head- 
quarters market- 

ing department. His new offices will 
be in Houston. 


Born in Paris, France, Mr. Boyer 
joined Conoco in 1947 as a merchan- 
diser at Richmond, Va. He became a 
special sales representative at New 
York in 1948 and was promoted to 
assistant marketing manager early this 
year. 


W. E. Ferguson has been elected 
chairman of the Texas Petroleum 
Marketers Assn.’s state membership 
committee and a  director-at-large. 
Other directors-at-large elected by 
PMA are: Clyde D. Auston, Gulf Oil 
consignee in Kenedy, and S. R. Par- 
ker, Jr., Gulf Oil consignee in Lufkin. 


O. Dexter Dabbs, Magnolia agent 
in Bryan, is the newly-elected direc- 
tor of PMA’s District 5, while C. A. 
Forbes, Humble Oil agent in George- 
town, will head District 6. 


C. R. Roberts Jr. has been named 
buyer for refinery requirements of 
Mid-Continent Petroleum Corp., in 
Tulsa, succeeding J. R. Stockton, who 
retired last month. Mr. Stockton joined 
the D-X organization in 1925 and be- 
came a buyer in 1929. Mr. Roberts 
joined the company in 1947. 


K. W. Kendrick, formerly Los An- 
geles district manager for Standard of 
California, is one of 20 key marketing 
Officials affected by the reorganization 
of the company’s southern California 
marketing offices — first of similar 
moves to be carried out in the balance 
of its West Coast marketing territory. 
He becomes regional manager of 
wholesale sales. 

Management of the southern Cali- 
fornia wholesale sales region will in- 
clude, besides Mr. Kendrick, G. H. 
Fairchild, Jr., formerly assistant Los 
Angeles district manager, who now 
will be assistant regional manager 
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ABOUT OIL PEOPLE 


of wholesale sales. Other promotions: 

C. T. Furrer, formerly Long Beach 
district manager, to assistant regional 
manager of wholesale sales. 

C. C. Strickland, formerly assistant 
Los Angeles district manager, to as- 
sistant regional manager of wholesale 
sales. 

R. C. Copeland, formerly assistant 
to the Los Angeles district manager, 
to assistant to the regional manager, 
wholesale sales. 

J. R. Gramont, formerly Los An- 
geles district credit manager, to re- 
gional credit manager. 

C. S. Lincoln, formerly San Diego 
district manager, to district sales man- 
ager, San Diego. 

R. E. Donovan, formerly assistant 
Long Beach district manager, to dis- 
trict sales manager at Long Beach. 

They will report to Howard R. 
Cuyler, general sales manager of 
products, San Francisco. 

Management of the new retail sales 
divisions will be (* designates former 
Standard Stations, Inc., personnel; 
others are Standard of California per- 
sonnel): 





J. S. Reeder (*), formerly Los An- 
geles division manager, becomes Los 
Angeles division manager, retail sales. 


D. D. Marquess, formerly dealer 
supervisor, Los Angeles district, to as- 
sistant Los Angeles division manager, 
retail sales. 


W. A. McCarthy, formerly manager 
of the N. Spring St. branch, Los An- 
geles, to assistant Los Angeles division 
manager, retail sales. 


A. B. Youens, formerly assistant 
San Francisco district manager, to 
Pasadena division manager, retail 
sales. 

I. C. Howard, Jr. (*), formerly as- 
sistant Long Beach division manager, 
to assistant Pasadena division man- 
ager, retail sales. 

G. A. Gregory (*), formerly assist- 
ant Los Angeles division manager, to 
assistant Pasadena division manager, 
retail sales. 

E. R. Campbell (*), formerly Long 
Beach division manager, to Long 
Beach division manager, retail sales. 

A. V. Anderson, formerly dealer 
supervisor, Long Beach district, to 
assistant Long Beach division man- 


ager, retail sales. 

J. G. Morgan, formerly manager of 
the El Segundo branch, Long Beach 
district, to assistant Long Beach divi- 
sion manager, retail sales. 

W. H. Bade, formerly assistant man- 
ager of dealer sales, merchandising 
division, San Francisco head office, to 
San Diego division manager, retail 
sales. 

J. R. LaRue (*), formerly San Diego 
division manager, to associate San 
Diego division manager, retail sales. 

A. G. Gorwood (*), formerly assist- 
ant Pasadena division manager, to as- 
sistant San Diego division manager, 
retail sales. 

They will report to E. D. Thomp- 
son, general manager for retail sales, 
San Francisco. 


James C. Clarke, president of Clarke 
Oil Co., Pontiac, Mich., reports that 
he changed from a Hi-Speed distribu- 
tor to an Ohio Oil Co. jobber early 
this year. He has added a new 7,500- 
gal. transport, a complete new bulk 
plant, and plans to expand his fuel oil 
business. 





that smile 
Customer's face" 


FILL HIS CRANKCASE WITH 
CHAMPLIN HEAVY-DUTY HiI-V-1 MOTOR 





OIL AND HIS ENGINE WILL HAVE 
COMPLETE PROTECTION FROM 
QUICK TEMPERATURE CHANGES 
AND THE COLD DAYS AHEAD! 





labor under difficulties sd 

cold winter months. Because 

of this, they need extra protection... 

and get it, with HI-V-I’s heavy-duty 
service. You can be sure you are 

gue your customers the finest in 
ubrication when offer them Heavy- 
Duty HI-V-1, Mil-O-2104 grade motor oil. 
Write, wire or phone for information on a 
dealership in your territory. 


CHAMPLIN REFINING COMPANY 


GENERAL SALES OFFICE ENID, OKLAHOMA 





motor oil are available at: Enid and 
Oklahoma City, Oklahoma; Superior, 
Omaha; Grand island and Lincoln, 
Nebraska; Hutchinson, Kansas; Mason 
City and Rock Rapids, lowa; Denver, 
Colorado, and Amarillo, Texas. 
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WHO NEEDS A TANKER 45 MILES LONG? 


In 1952, the Cities Service tanker fleet transported 
52,540,000 barrels of crude oil and product.To handle 
that cargo, in one load, would have required a tanker 
at least 45 miles long. 

» A ridiculous idea? Of course ... but it provides a 


graphic illustration of the amount of 


one oil company, Cities Service, is performing in its 
endeavor to produce, refine and market the world’s 
finest petroleum products for the American con- 
sumer, in quantities that permit them to be priced 
within his easy reach. 


Cities Service is proud to be a top 


petroleum products moved on water Cc ITI E S member on the team of the American 


alone, by a single company alone, in a 
single year. It paints for the eye a 


picture of part of the tremendous job 


petroleum industry ... today doing 
the greatest job in its history under 


handicaps greater than ever before. 


Tite - 


An important part of the American Oil Scene 
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ABOUT OIL PEOPLE 


ESPA OFFICERS, shown at the New York jobber association’s fall convention in 
Elmira, Oct. 5-6, are, left to right: Elbert J. Townsend, Townsend Oil Co., LeRoy, 
president; Harry B. Hilts, secretary; and George L. Savory, Savory Oil Co., Bing- 
hamton, first vice president 


GUEST SPEAKERS at the Empire State Petroleum Assn.’s convention were Herbert 
M. Spade, center, of E. Robinson, Inc., Hartsdale, and Donald P. Love, right, Mid- 
Hudson Oil Co., Poughkeepsie. With them is Robert F. Shay, Jr., Shay Oil Co., Penn 


Yan. Mr. Spade discussed “Natural Gas vs. Fuel Oil” and Mr. Love, “Credits and 
Collections” 


ESPA MEMBERS attending the fall convention are, left to right: E. C. Drake, Drake 
& Mills Oil Co., Syracuse, treasurer; Stanley G. Bauder, Bauder Oil Co., Fort Plain; 
and William Lunn, Oneonta Oil & Fuel Co., Oneonta, director 


COMING MEETINGS 


OCTOBER 


Pennsylvania Petroleum Assn., Pocono Manor 
Inn, Pocono Manor, Pa., Oct. 25-27. 

American Petroleum Credit Assn., annua! con- 
oe Hotel Biltmore, New York, Oct. 


2 B 

National Lubricating Grease Institute, Edge- 
water Beach Hotel, Chicago, Oct. 26-28. 

Independent Oil Compounders Assn., sixth an- 
nual meeting, Edgewater Beach Hotel, Chi- 
cago, Oct. 28-29. 

Arkansas Independent Oil Marketers Assn., an- 
nal meeting, Hotel Lafayette, Little Rock, 
Ark., Oct. 30. 


NOVEMBER 


Society of Automotive Engineers, transporta- 
tion meeting, Conrad Hilton Hotel, Chicago, 
Nov. 2-4. 

Nebraska Petroieum Marketers, Inc., Paxton 
Hotel, Omaha, Nebr., Nov. 4-5. 

Society of Automotive Engineers, fuels & lubri- 
cants meeting, Conrad Hilton Hotel, Chi- 


cago, Nov. 5-6. 

National Oil Jobbers Council, Sherman Hotel, 
Chicago, Nov. 5-7. 

American Petroleum Institute, 33rd annual 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Nov. 9-12. 

American Society for Testing Materials, New 
York, District, joint meeting with American 
Society of Lubrication Engineers, Auditorium 
of Consolidated Edison Company, New 
York, Nov. 18. 

North Carolina Oil Jobbers Assn., Sir Walter 
Hotel, Raleigh, N.C., Nov. 18. 

Assn. of American Battery Manufacturers, 
Edgewater Beach Hotel, Chicago, Nov. 18-20. 


DECEMBER 


Dealers Assn. of Arkansas, Marion Hotel, 

Little Rock, Arkansas, Dec. 1-2. 
Interstate Oil Compact Commission, winter 
Skirvin Hotel, Oklahoma City, 


. 4-5. 
TBA Group, annual national 
Park Plaza 


meeting, Chase, , and Forest 
Park Hotels, St. Louis, Dec. 7-8. 


JANUARY—1954 


Kentucky Petroleum Marketers Assn., Brown 
Hotel, Louisville, Ky., Jan. 6-7. 

Northwest Petroleum Assn., St. Paul Hotel, 
St. Paul, Minn., Jan. 14-15. 

Kansas Oil en’s Assn., 39th annual con- 
vention, Lassen Hotel, Wichita, Kansas, 
Jan. 19-20. 


FEBRUARY 


American Petroleum Institute, Lubrication 
Committee, Sheraton-Cadillac Hotel, Detroit, 
Feb. 15-17. 

lowa Independent Oil Jobbers Assn., annual 
convention, Fort Des Moines Hotel, Des 
Moines, Iowa, Feb. 17-18. 
isconsin Petroleum Assn., Hotel Schroeder, 
Milwaukee, Wis., Feb. 24-25. 


MARCH 1 


Texas Oil Jobbers Assn., annual convention, 
Baker Hotel, Dallas, Tex., Mar. 8-10. 
Ohio Petroleum Marketers Asen., annual con 
vention and marketing exposition, Deshler- 
Hilton Hotel, Columbus, Ohio, March 16-18. 


APRIL 


American Society of Labrication Engineers, 
Netherland-Plaza, Cincinnati, Ohio, April 
5-7. 


MAY 


American Petroleum Institute, Lubrication 
Committee, Skytop Lodge, Skytop, Pa., May 


3-5. 
Am Petroleum Institute, Safety & Fire 
Pro jon Committees, midyear meeting, 





Conference, Fifth 


Empire State Petroleum Assn., Hotel Roose- 
velt, New York, May 9-11. 

rican Petroleum Institute, Division of 

products pipe line confer- 

—= Warwick Hotel, Philadelphia, May 
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A Rotary Truck Lift 
will handle anything 


from a jeep to a bus 


The increasing number of trucks and tractors- 
with-trailers makes a truck lift a “must” for 
highway service stations. There is no better 
buy for this purpose than a Rotary Truck Lift 
with Full-Length Superstructure. It will 
handle practically any truck or bus, as well as 
passenger cars. Write for catalog and prices. 


ROTARY LIFT CoO., 
1060 KANSAS, MEMPHIS 2, TENN. 





Mr. Dictributor: 


HERE’S THE COMPLETE ANSWER 
SUPPLY PROBLEMS 


IT’S GOODYEAR . . . with every type and con- and trade ‘advertising that really sells 
struction of hose that petroleum marketers hose 


may need or desire ...With the simplified ordering, handling, 


.. with top-quality hose that’s specifically stocking and billing that come from deal- 
designed for long, efficient handling of ing with a single source of supply 


petroleum products .. with an accepted jobber franchise policy 


.. with a proved record of satisfied, repeat that assures you of more profits for less 
users won by long service at low cost trouble. 


.. with unrivalled acceptance in the field — the — = = Bae 93 ‘ a 
that has been earned by “The Greatest “ap. ergo ay. You and your customers wi 
Saeek tn Rutbes” glad you did. Just fill out the coupon for 

the prompt return of complete details on the 

.. with continuous, hard-hitting, national complete answer to hose supply problems. 








THE GOODYEAR TIRE & RUBBER COMPANY, INC. 
Industrial Products Division 
Akron 16, Ohio 


Please send me full details on your Jobber Program for Hose 
NAME 


























THE GREATEST NAME IN RUBBER 


We think you'll like THE GOODYEAR TELEVISION PLAYHOUSE~every other Sunday—NBC TV Network 





